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FABRICS 


Se producing Galvanoid, one organization mines and selects the ore, 
draws and tempers the wire, weaves the screen and electroplates it with 

pure zinc, after weaving. 

Tell this to your customers. Show them the label on the roll. Tell them 

that its durability and even mesh have made Galvanoid a leader for over 


fifteen years. 


AMERICAN WIRE FABRICS CORP. Subsidiary of WICKWIRE SPENCER STEEL CO. 





General Offices: 41 East Forty-second Street, New York. Western Sales Office: 208 South LaSalle Street, Chicago 
Worcester suffalo Cleveland Detroit San Francisco Los Angeles Seattle 
\ ) 
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Build sales by showing the 
housewife she need no longer 
risk cut fingers and dangerous 
infection when opening cans. 


“Turn the thumb-piece 
and the top is off” 


Every Sale Makes 


a Friend 


You can sell the Blue Streak House- 
hold Can Opening Machine with the 











































This master size Blue Streak 
Can Opening Machine is a real 
economy in any kitchen. 


knowledge that it gives full satisfaction. 


It’s the original 100% household can 


opening machine built for a lifetime 


of service. 


An easy twist of the wrist lops tops 
from cans of any shape or size—no risk 
of cut or infected fingers. 


Blade of same high quality as in the $2 
and $5 Blue Streak machines—revolving 
parts have solid brass bushings. 


Making it doubly useful, the Blue Streak 
Household Can Opening Machine is 
equipped with a bottle opener. 





Fully guaranteed — and indorsed by 
Good Housekeeping Institute and the 
Priscilla Proving Plant. 


Nationally advertised with its master size 
and the Blue Whirl Egg Beater as the 
famous Blue Line of Kitchen Products. 


Individually packaged, they come 
packed in dozen lots in a handsome 
display carton, 


THE TURNER & SEYMOUR MFG. CO., TORRINGTON, CONN. 
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J. C. McCREARY 
as Jamestown, Pa. 
“We would thank you to enroll us. 
We've been in business at the same stand 
for 28 years and have handled Disston 
Saws all that time.” 





25-YEAR CLUB GROWS 


Every day brings new applica- 
= tions from hardware dealers for 
iS membership in the Disston 25-Year 
Club. 


We are mighty glad to welcome 
these old friends—and we extend a 
hearty invitation to all dealers, who 
are eligible, to join with us. 


The requirement: Your store 
i must have sold Disston Saws for 25 
x years or more. That is all 
There are no dues or expenses of 
any kind. Just write a letter telling 
us your store’s‘ record. 


We will send you a handsome, 
framed certificate of membership 
which, we are sure, you will be 
proud to display. 





“I SOLD FOUR SAWS 
INSTEAD OF ONE” 





‘“‘Would Never Have Believed 
a Householder Would Pur- 
chase More Than One Saw 
Till I Tried Disston’s ‘Sell 
More Saws’ Plan’”’ 





Mr. John D. Bennett, of H. H. 
Bennett, Easton, Pa., put into prac- 
tice our suggestion that retailers 
could sell many more saws if they 
would explain to average folks the 
various uses of different saws. Here 
is the result in one instance: 
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A newly-married couple, happy 
owners of a new home, and inter- 
ested recipients of the “Saw Letter” 
copied from a recent Disston ad- 
vertisement, form the setting for 
this little episode. The letter brought 
them to the store for “just a few 
tools for around the house,” and 
after a selection of a brace, a few 
bits, a plane and a hammer, I sug- 
gested a few saws. The word “few” 
surprised him, and he replied, “Oh, 
I guess one saw will be plenty for 
just around the house.” 


Showed Him the Saws 


I turned to the saw case and 
brought down a Disston Crosscut, 
Rip, Back and Hack Saw and placed 
them on the counter. Then I be- 
gan an explanation of the uses and 


“ purposes of a crosscut saw, why it 


could not be used for ripping, and 
the necessity of a rip saw, for even 
ordinary use around the house. My 
argument evidently convinced him, 
for he selected these two, saying— 
“Well, I guess that will be plenty 
to start with.” 





Explained the Uses 


I handed him the back saw, ex- 
plained its varied uses: for mak- 
ing screens, cutting shelf mitres, 
laying moulding, fitting shade roll- 
ers and curtain poles, for trellis and 
flower box work on the lawn, and 
many other uses requiring fine, ac- 
curate work, which could not be ac- 
complished with an ordinary hand 
saw. Without hesitating and with 
a degree of earnestness I passed 
him the hack saw frame, while he 
handed the back saw to his wife. 
She expressed the desire to have it 
for her own tinkering, because it 
was so light and easy to work with. 


The hack saw appealed to him, 
and he suggested its various uses 
without my aid: for around the 
car and garage, for changing some 
water pipes in the cellar, for lining 
the furnace pipes and many other 
uses, 


Sold Four Saws 


I was very much surprised at the 
result of my efforts. I would never 
have believed that a householder 
would purchase more than one gen- 
eral purpose saw until I read the 
Disston advertisement and put its 
theory to practical use. Selling four 
saws instead of one is profitable to 
the dealer and is bound to result 
in increased satisfaction to the cus- 
tomer as well. 


Published by HENRY DISSTON & SONS, INC., Makers of “The Saw Most Carpenters Use,” PHILADELPHIA, U. S. A. 
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“SELL MORE SAWS” 


Put It to Work in Your Store 
to Increase Your Profits 








Educate people in the hundreds of 
ways that different saws can be use- 
ful to them and you will sell more 
saws. 

There’s no question about that. 

But,—you haven't the time to do 
it. 
So Disston has made it easy for 
you. 

First: “We'll send you a new 
and different kind of a window trim 
which will interest people in dif- 
ferent saws: Crosscut, rip, back 
saws, hack saws, compass saws, cop- 
ing saws, etc. 

In that window is a large card 
reading—‘‘Come in and get a Diss- 
ton Saw Chart Free.” 

That invitation will bring inter- 
ested prospects into your store. 

You hand them a Saw Chart (We 
supply all you need). Perhaps you 
have a chance to show them sev- 
eral saws; maybe make a sale at 
once. e 
Anyhow they take home the 
Chart. It tells them when, where 
and how to use the different saws 
that they have seen in your window. 

You are going to have them back 
to buy some of those saws which 
they never heard about before, but 
which they needed all the time. 

The idea is new and novel, and 
it will do the job of selling saws for 
you. 

Start the wheels going now by 
mailing the coupon for the trim and 
a supply of Saw Charts. 





Henry Disston & Sons, Inc. 
Dept. 1, Philadelphia, U.S.A. 


Send me the “Sell More 
Saws” Trim complete with 
Saw Charts. 


Street and No. .... 
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“We are more 


IN GALENA, ILL., the Altona Bat- 
tery Co. finds Eveready Columbia 
Dry Batteries, joined with Eveready 
Radio Batteries and Eveready Flash- 
lights and Batteries, are important 
items in its business of automobile 
and radio supplies. “We are more 
than satisfied with sales of the 
Eveready line and with Eveready 
service,’ writes Mr. Robt. G. Altona, 
“having had exceptionally few 


EVEREADy 


COLUMBIA 
Dry Ba 








than satisfied” 


comebacks, which you have always 
made good without hesitation.” 

Eveready Columbia Dry Batteries 
are noted for the satisfaction they 
give both user and dealer. Order 
from your jobber. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, INC. 
New York San Francisco 


Atlanta 


Canadian National Carbon Co., Limited, Toronto, Ontario 


Chicago Kansas City 






tteries 


-they last longer 
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STANLEY MERCHANDISING HINTS. 
SUBJECT No. 16 


Saw Set No.42 


‘‘Pistol Grip’’ enables comfortable 
handling, no cramping of wrist. 


Easy operation— Simple adjustment. 


Saw teeth in plain view while being 
set. 


Machined anvil and plunger assure 
re Leleitia-h(-ma-t-1t1 ee 


Graduations on lower part of anvil per- 
satiamoleloliter-tdlele mel mete 


1. Saw Set No. 42 is recommended as 


for setting teeth on Back, Panel 
and Rip Saws. 

















2. It is a well-made tool and with 
normal use will last a life-time. 








3. No. 43 is of a similar construc- 


tion and is recommended for No. 42. Furnished in a durable black finish; 


cross-cut saws. also full nickel plated under the 
class No. 42N. 


Catalogue No. 34 shows the complete 
line of Stanley Tools and also gives other Seanad seen 6 seinen Ue at 


useful data. It will be sent on request. woodworking tools in keeping with 
the high quality of Stanley Planes. 


THE STANLEY RULE AND LEVEL PLANT SELL THE LINE 
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NEW BRITAIN, CONN. This trade-mark is a means of identification | 

New York Chicago San Francisco Los Angeles Seattle {| eee Ae i 
[ STANLEY J===" | 

(SW) 


STANLEY TOOLS | 
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Star Hack Saw Blades have proved their cutting qualities dur- 
ing the last half century and the users of these blades know 
they buy in each blade an even uniform cutting consistency. 


The Star Special Flexible Blade combines this cutting efficiency 
with the flexible qualities you have never experienced in any 


other blade. 


Let us send you samples of this blade Free 


Makers Since 1883 











CLEMSON BROS., INC. 





SC) STAR HACK SAW BLADE 





' MIDDLETOWN, N. Y. 
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Dexter Double Tub’s ——————— ———__—_ 
better washing plan “ ——_—— i= = 








—a simple 10-minute de- 
monstration of speed and 
convenience that is worth 
hours of ordinary 
“sales talk’”’ 
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DOUBLE 
TUB 


S' LONG as you sell washers as Double Tub—you have something in- 





“machinery” you will find a lot of _ finitely more interesting, and salable, in 
stubborn sales resistance, for there the Dexter better washing plan—the 
is no appeal to a woman in exchanging __ turning of “wash-day” into “wash-hour’”’ 
money for machinery. But when you —because “Double Tub” means double 
sell the idea of more Jeisure, of cutting capacity, double speed, double value 
washing time in two, of turning out —two complete washers for the price 
the family washing quicker, better, of one. 
with less effort and fatigue—THEN Why sell a “machine” when it is so 
YOUR WASHER PROFITS WILL MUL” . ; > Ww 
TIPLY WITH AMAZING RAPIDITY. ED CONES 00 G8 ER Seer We 
have an attractive proposition for you; 


You don’t have tosella“machine” when a post card will bring the complete 
you offer your customer the Dexter details. 


Warehouses at COLUMBUS, HARRISBURG, ROCHESTER, N. Y., and PEORIA, ILL. 


The Dexter Company, Fairfield, lowa 
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Look at these prices! 


OOK at the prices on these pages! Study the console models 
that Mohawk dealers will sell at these prices in 1926-27! Do 
you know of values even remotely approaching these? Have 

you ever seen a line more obviously salable, more certain to bring 
quick, big profits? The Mohawk dealer of all dealers is surest of success 
in the coming season. Who else can sell a one-dial, 6-tube, shielded 
set for $65.00? Who else can sell table and console models of beauty 
comparable to the splendid One-Dial Mohawk line at the prices dis- 
played here? There’s only one answer—no one! There’s only one 
move to make — write, or preferably wire, today, for full details of 


_the Mohawk dealer proposition for 1926! 
Mohawk Corporation of Illinois 


Established 1920—Independently Organized in 1924 
2220 Diversey, at Logan Boulevard, Chicago 








To Distributors: A few, very few, job- 
bing territories remain open. What is 
said here to the dealer applies to you. 
A wire will bring our representative if 
your territory is one of those still open. 

































CHIPPEW A— Shielded. Rich walnut, 
hand-rubbed, two-toned piano finish. 
Top full piano-hinged. Drop-front. 




















Built-in loud speaker and self-con- WINONA —Shielded. Rich —— 
tained battery compartment, 40% hand-rubbed piano finish PONTIAC — Shielded. Rich walnut, 
inches high, 13% inches $ iano-hinged. 10% inches $ hand-rubbed piano finish, with burl walnut drop 
deep, 27% inches wide. 110 owe 13% inches deep, 24 80 front with invisible hinges. Built-in loud speaker. 
List price . inches long. List price  . Self-contained battery compart- 
ment. 46 ins. high, 15‘ ins. raaee 140 
2554 ins. wide. List price 





Mohawk 
Corporation 
of 
Illinois 
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GENEVA — Shielded. 
Rich walnut, hand- 
rubbed piano finish. 
Front full burl walnut, 
inlaid. Loud speaker 
built into dome. Self- 
contained battery com- 
cage 44 inches 

igh, 161% inches deep, 
32 inches wide. List 
price— 
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POCAHONTAS-— Shielded. Colo- 
nial design in burl walnut inlaid and 
rich two-toned, hand rubbed piano ' 
finish walnut. Built-in loud speaker 
with 5-foot horn. Self-contained 
battery compartment. 4514 inches 
high, 29 inches wide, ~ 

2034 inches deep. List 300 


price . ‘ 








































SENECA — Drawer. 
Mohawk one-dial, six-tube 
shielded radio set in walnut 

drawer, interchangeable in all 
Mohawk console models. 8% 














CHEROKEE —Shielded. Rich walnut aatnnh thai, 42 

merase eres Miguel tater pen pus iit 955730 
inged. 4 inches high, 4 slightly higher. Canadian anal - a , 

inches deep, 15% inches long. $6 5 prices 407 higher. inches deep. List price 

List price ; ° ° , 








1924, 
Chicago, Ill. 
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It Is Easy to Sell Pexto Screw Drivers 
C= Pexto No. 3 Solbar Screw Driver, illustrated 
above, is of solid steel construction, the bar extend- “ 


ing its entire length. The wood handle is fluted and fits 
the hand perfectly, giving a positive continuous grip. 


The Pexto line consists of styles for the electrician, car- 
penter, cabinet maker, machinist and the handy man 


around the house. 


Our dealer helps, consisting of window cards, display 
fixtures and booklets, will help increase your sales. 


Write for Tool Catalog 


CEXTO 


Worth While Tools 


THE PECK, STOW & WILCOX COMPANY 


Southington, Conn., U. S. A. 
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IN INDUSTRY everywhere, more 
and more files, stamped with the 
Nicholson File Company trade 
marks, are being used. 


FARMERS, mechanics, carpenters 
and home tool users buy 
NICHOLSON Files because they 
represent the best in quality, 
workmanship and durability that 


money can buy. 


ENTIFY your store as a seller of 
good tools. Stock and push 
NICHOLSON Brand Files and 


watch your sales increase. 


NICHOLSON FILE CO. 


PROVIDENCE, R. I., U.S.A. 


--A File for Every Purpose 
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AMERICAN 
SCREW 
COMPANY 





Greatest 
Assortment 





Wood Screws 
Machine Screws 


Tire Bolts 
Stove Bolts 


Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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What the Men 
Who Buy Hammers 
Are Saying 


BILL (handing Art his hammer): “There it 1s, son, 
‘D. Maydole’ stamped right on th’ head. A nicer balanced, 
finer made hammer isn’t built.” 

JACK (filling his pipe): “You said a mouthful, Bul. I’ve 
beén using a Maydole ever since I was old enough to hold 
a hammer, an’ I can’t wear it out. That’s ’cause it’s made 
right. Th’ head is press-forged. An’ th’ handle is th’ finest 
hickory grown, air-dried for years. -It’s put on so it just can’t 
come loose.” 

JIM “between bites): “Well, the folks that make ’em ought 
t’ know how. They’ve been makin’ hammers an’ nothin’ else 
for more’n eighty years.” 

ART (the apprentice): “Gosh! I’d better hide that nut 
cracker o’ mine an’ get a reg’lar hammer ’fore they find me 
out an’ give me th’ laugh. Me for a Maydole.” 

Do you appreciate what it means to sell this superior 
hammer, the choice of the great majority of experienced 
craftsmen? You can use the Maydole reputation as a 
mighty valuable good will builder for your entire tool de- 
partment. 

If your stock is incomplete or you want information on 
standard Maydole assortments, get in touch with your jobber 
and write us for Catalog, and Pocket Handbook 23-C. 


THE DAVID MAYDOLE HAMMER Co. 
Norwich New York 
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Maydole Hammer 
heads are _press- 
forged of selected 
tool steel. Handles 
are of clear, second- 
growth hickory, air- 
dried for years and 
put on “for keeps.” 


Your best custom- 
ers look for’ the 
famous trade mark 
“DPD. Maydole, Made 
in U. S. A.” on the 
head of every: 


Nail Hammer 
Ripping Hammer 


Machinists’ Ball 
Pein Hammer 


Automobile Hammer 
Tinners’ Hammer 
Brad Hammer 
Farriers’ Hammer 
Engineers’ Hammer 
Riveting Hammer 
Patternmakers’ 
Hammer 
Bricklayers’ 
Hammer 
Etc., Ete. 
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A Guaranteed Quality Cord Gi 
































PACKAGED (with directions) AND ADVERTISED F 
The SILVER LAKE Guarantee is YOU for this dependable—saleable— . 
our pledge to your customers that this __________ solid braided product. i 
Sash Cord will render at least 20 Sees | : 
years’ service. It goes with every 
package of SILVER LAKE and ap- | 
plies if the cord is properly installed : 
and the pulleys are not defective. ‘ 
Full illustrated directions are may | Have you seen 
printed on the back of the SILVER Fn ETE TE, Fa THE NEW REEL? 
LAKE package. And SILVER LAKE BER CEU Silver Lake Solid Braided Clothesline is now 
; ; rertis ; S . ‘we Ai sold on a heavily japanned metal reel in 
V4 nationally ee ae ~ the ooo maerenner eg display 50-ft., 75-ft. and 100-ft. lengths. It’s going 
day Evening ost, directing home stands FREE. over BIG with housewives. Ask your whole- 
owners, architects, and builders to saler to show you samples. 
Silver Lake Company, Newtonville, Mass. } 


Manufacturers of Solid Braided Cordage 


Silver Lake Sash Cord 


LOOK FOR THE NAME STAMPED ON EVERY FOOT OF CORD 
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uR door needs this Sargent day and 
bee latch if it has any locking owes 
less modern or less effective than ; - 
Sargent cylinder lock now universal y 
used on entrance ‘doors. This latc 
contains the same ingenious mechanism 
as the Sargent “built in cylinder oor 
Is as smooth in operation—as depend- 
able. It is the added protection that 
makes security doubly sure. 








Is your door only half-locked? 


SARGENT & COMPANY, Manufacturers, 





Ask your hardware dealer to show 
you this important member of the 
Sargent security line. It is one of the 
most convenient and economical reme- 
dies ever offered for ‘ half-locked 
doors. It can be quickly applied with- 
out disturbing the equipment already 
there. An exclusive feature, the push- 
button stop, deadlocks the bolt or holds 
it back as desired. Write for folder. 


33 Water Street, New Haven, Conn. 











SARGENT 











LOCKS AND HARDWARE 






































One of the most salable items 


In “The Saturday Eve- 
ning Post,’’ August 28th 


in the Sargent security line 


THE Sargent day and night latch 
advertisement reproduced above is 
designed to help Sargent dealers sell 
to the owners of half-locked doors. 
There is great need for such protec- 
tion in old buildings as well as new. 
In every locality many profitable 
sales are waiting for the hardware 
merchant who can bring this need 
forcibly home. 

We will help you. With locks 


SARGENT HARDWARE Is PRICED AND PACKED BY THE DECIMAL SYSTEM 


and latches that are not surpassed 
in convenience and dependability. 
With advertising and other kinds of 
co-operation as covered in our Co- 
operative Advertising Service Book- 
let. Write for this booklet and full 
particulars about the Sargent secu- 
rity line. Sargent & Company, Hard- 
ware Manufacturers, New Haven, 
Conn. New York: 92-98 Centre St. 
Chicago: 221-223 W. Randolph St. 
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is made from FULL GAUGE WIRE 


which adds further to its durability. 


It carries 
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It has a pleasing 


les 


It lasts. 
18 Mesh, No. 34 gauge each way 


GRAY-WICK is easy to cut and apply because 


it unrolls smoothly and lies flat. 
No. 34 gauge warp 


Wickwire Premier 
Wickwire Bronze 


Furthermore, it insures those who 
White Metal Finish 
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Note specifications 


That Carr 
Gray-Wick 


The Screen Cloth 
We draw the wire in our own mills. 
Is Made from Open Hearth Steel 
is worth repeating, because quality screen cloth 

12 Mesh, No. 33 gauge each way 

14 Mesh, No. 33 gauge each way 

16 Mesh, No. 33 gauge filler 
Cortland Black Enameled 

Your jobber will supply you. 


very operation from raw material to finished 
Our Other Brands of Screen Cloth 
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product is under our personal supervision. 
an extra heavy electro zinc coating enameled with 


fact that 
is impossible without quality materials. 


WICK 


bs 
= 
- 
c 
3 
° 
os 
3 
° 
§ 
"~ 
L 
y 
3 
"~U 
0 
o 
a. 
~) 
ee 
LL) 
= 
Y) 
ue 
. 
ie 4 
< 
ee 
I 


” 
— 
i) 
a) 
= 


r 
oe 


GRAY-WICK Wire Cloth carries its own life 
GRAY-WICK is made from rust-resisting OPEN 


insurance. 
use it by its unfailing protection. 


good transparent varnish. 


Gray color. 
> 


| 
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may cost 
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BLUE STREAK 














Largest Children’s Vehicle 
Factory Under One Roof 



























Under the roof of this immense factory, 
devoted entirely to the manufacture of 
quality Children’s Vehicles, are assembled 
this industry’s master designers, engineers 
and craftsmen in the production of the fa- 
mous Toledo Blue Streak Line. 








Nowhere in this industry will you find 

better experts. There is a perfect coordina- 

tion of effort that gets perfect results in 
appearance, strength, performance, dura- 
bility and economical production. 








This is the reason why you can buy the 3 
quality Toledo Blue Streak Line at such A | 
reasonable prices. | 
Lut 
ed UW on —4 ay 
You will not be “sitting on top of the Ire aes 
world” in your Children’s Vehicle Depart- cae 


ment until you have the Blue Streak Line. 





“GLUE STREAK 





- 


Your Jobber Will Complete Illus- 


f, 
Fill Your Order Li trated Catalog 
Promptly . aie Sent on Request 

\t 

















UM’, 
Scooters ” Tot Bikes 
Velocipedes Hand Cars 
Automobiles Toy Auto Trucks 
Coaster Wagons TUE RTREAK Race Cycles 


Express Wagons 


. She TOLEDO METALWHEEL CO. Yotedo, O 
" Makers of Dependable Wheel Goods since 1887" 
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Show This Film Story 
and All Who See It 
Will Want PLYMOUTH 
When They Need Rope : 
From 


the Rope is used for so many different purposes that everybody is interested in 


knowing how it is made. 
Philippine a 
This motion picture: “The story of rope and binder twine,” shows every 
Islands step in the manufacture of these products from start to finish. One scene es 
to shows a single spun yarn of binder twine, another a 15-inch wrecking cable : 
composed of 1,197 yarns of similar size. The contrast illustrates the scope 
the , and diversity of production. It is a highly educational picture, every oper- 
ation of rope making being faithfully reproduced. 
PLYMOUTH oi 5, eeecialioe 





It convinces everybody of the great care we take to make Plymouth Rope 


. 
Cordage (Co.'s strong and safe, so that all who see it will want Plymouth when they need 
Plant—the rope. Be first to show this “Film Story” in your locality. There is no 

‘ charge for its use other than transportation costs. Write for complete in- 
Largest in formation. 


the wor ld. Dealers who have sold Plymouth Rope from twenty to fifty years are 


still selling Plymouth, because they cannot find any rope that is so strong, 
smooth, pliable and entirely satisfactory to customers. 






PLYMOUTH CORDAGE CO. 


NORTH PLYMOUTH, MASS. 
WELLAND, CAN. 
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Selected dealers are assured a better profit 
selling this New 16 Gauge -and- heavier Lifetime line 


LD once will welcome this big, new Fourth: Liretime Franchise Dealers get 


selling planon Liretme. Here is the livest full protection against cut-profit 

line and a most generous Dealer proposition. competition. 
First: Liberal Financial help given to Think this over. It is just what you have 

Liretime Franchise Dealers. been waiting for, and you get this very lib- 

eral proposition with Lirrtime only. an 

Second: Without cost the new Quick- Ware; NS Re ae 

Sales all-steel display stand will LIFETIME Ware is one of the heaviest an J 

keep Lavetnas before your cus most valuable complete lines of Aluminum WA 


Cooking Utensils on the market. Every 


oe piece is as beautiful as it is sturdy. 
7? aephiten Pinelare ) 49 ALUMINUM 
Third: Liretime Franchise Dealers make Write for our complete proposition. wy 
40% profit on established retail COMPANY 
prices. ALUMINUM Propucts ComMpANY La Grange, Ill. 
La Grange, Ill. Oakland, Calif. of Send us complete 


information on Lire- 

TIME Franchise propo- 

Ps sition. Tell us how we 

can become exclusive Lire- 

/ TIME Distributor for this com- 
“ munity. 


ware yom 























ee an 


AO StSS ae 


eee 





vom Ween eyes 
: ene tees 


NA Ry Re ee am Le OE ke! 























The F.& N. patented Self-Adjusting 
Device used with Timken Bearings 






















HARDWARE AGE 





F. @N. First to Adopt 


Timkens in Hand Mowers 


‘“‘Timken Tapered Roller Bearings assure positive 
alignment of blades ...... durability and perfec- 
tion in lawn mower construction... ...elimination 
of annoyance and repair expenses.” 


Those are Timken advantages vouched for by The 
F. & N. Lawn Mower Co., one of the largest Jawn 
mower manufacturers in the world, who have been 


‘using Timken Bearings in hand mowers for more 


than three years. This great maker was first to use 
Timkensin hand mowers because before that Timkens 
had also made good in F. & N. power mowers. 


Timkens mean light-running, long-lasting mowers 
that need no attention except lubrication perhaps 
once a season! Thus Timkens enable F. & N. to 
give you better mowers. And you also get the ad- 
ditional selling power of the Timken name, which is 
heavily advertised and known to all your prospects. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


Technical information regarding bearing sizes and their mountings can besecured from 
the Timken Roller Bearing Service & Sales Company’s Branches located in the fol- 
lowing cities: Atlanta, Boston, Buffalo, Chicago, Cincinnati, Cleveland, Dal- 
las, Denver, Detroit, Kansas City, Los Angeles, Memphis, Milwaukee, 
Minneapolis, Newark, New York, Omaha, Philadelphia, Pittsburgh, 
Richmond, St. Louis, San Francisco, Seattle, Toronto, Winnipeg 


joer DEARINGS 
Roller }83 ~ 
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TH the addition of the Low-priced Hartco Balloon, the 

famous Hartford Line of tires and tubes is more desirable 
than ever for the hardware dealer who is determined to build 
up a profitable tire business. The Hartford Line has a tire and 
tube for every requirement. And of real importance to the 
Hartford dealer, Hartford Tires and Tubes can be sold at 


competitive prices and still show him a good profit. 


HARTFORD RUBBER WORKS CO. 
1790 Broadway New York City 


















BESET Ss oe i aap se 


SGT SA ae 


Se ——— 











HARDWARE AGE August 19, 1926 





















erate 


Black 


Legs. 









No. 592 of Our Mod- 
Priced Series. 
Finish: 


Brass-Finished Wings, 
Fenders, Columns and 


RADIANT HEATERS 





This New Line of Kennedy Heaters 
Is Priced to Retail at $16.00 to $25.00 





All Models 
Satin Ebony 
Japan, With 


sign. 














All Kennedy Heaters Have an Exclusive Feature Not Found in Any Other 
Radiant Gas Heaters at Any Price! 


That feature is the SOLID SHEETFLAME—The Solid Sheet Gives Out More Heat 


The SOLID SHEETFLAME is the biggest thing ever put across in radiant gas heating. 
It is much superior to pillars, cones or jets of flame. In conjunction with KENNEDY 
GLOWERS it gives the greatest radiating efficiency. 

The heating principle is the same in all Kennedy Heaters from the highest-priced to the low- 
est . . . so that whether you sell one of the highest-priced models or one of the moderate-priced 
models, you can sell it with the definite knowledge that it will give at least 20% more heat. 


Think of the advantage of handling radiant gas heaters with these and other exclusive fea- 
tures at such moderate prices! 
Don’t—DON’T close any orders without seeing the Kennedy Line. The com- 
plete line shows a variety of designs and range of prices to meet every pos- 
sible need. Write or wire me for new 1926 Folder and Complete Proposi- 
tinn to Dealers. This will put you in the way of making more sales and 
more money on gas heaters. 


The Sheet Flame 
Ad-Man 
P.S er: have plenty of good dealer-helps to assist you in moving Kennedy Heaters. 
P. P. S.—If you are a sales person selling gas heaters at retail, send me your name 


fora ees copy of my “Kennedy-Grams,” a live publication I put out every little 
while to help folks like you sell Kennedy Heaters. 


RADIANT HEAT CORPORATION of AMERICA 
25 Wilbur Avenue, Long Island City, N. Y. 
The J. G. White Management Corporation, Operating Managers 


Moderate Priced Series 
Are Neat, Well-Balanced 
and Attractive in De- 
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Chicago, 1507 Otis Bldg 
Philadelphia, 1402 Widener Bldg 
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The Lamp of 
Experience 


“The only lamp we have to guide 
us through the impenetrable fu- 
ture is the lamp of experience.” 

Patrick Henry. 

But it so happens that when 
most men have trimmed the wick 
of their lamp of Experience so 
that it burns with a consistent 
glow, their eyes have grown dim 
and their muscles flabby with age. 

What would you give for a lamp 
of experience during your youth? 
HARDWARE AGE may be compared 
to Patrick Henry’s lamp of expe- 
rience. It records the activities of 
innumerable’ brother merchants 
and thus lights the way to your 
GREATER OPPORTUNITY. 


What Readers Say 
About Us 


“Have always been a subscriber. In 
the hardware line continuously since 
1876.”’ 

(Signed) F. H. EWALT, 
Joplin, Mo. 


“We are getting HARDWARE Aas right 
along and find it invaluable. We 
could not get along without it.” 
(Signed) FROID MERCANTILE CoO., 
by Maurice V. Johnson, 
Froid, Montana 


“The articles by Mr. Norvell, alone, 
are worth the price of admission.” 
(Signed) W. M. PHILLIPS, 
Seaberg Hotel, 
Raton, New Mexico 


— 
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Even modest homes may 
be trimmed with 


MCKINNEY 
FORGED IRON 
HARDWARE 


ORGED IRON HARDWARE 4s It has 

been made by artists for many 
centuries is a subject of absorbing 
inte: 2st—but the history of forged 
iron hardware written in the sched- 
ules of the hardware merchants of 
America has contained many trials 
and tribulations. 


The advent of McKinney Forged 
Iron ushers in a new era in this fine 
hardware—of benefit to consumer 
and merchant alike. 





All McKinney pieces have more 
than beauty to recommend them. 
In addition they show the result of a 
thorough knowledge of builders’ 
hardware requirements. 


No more anxious moments while 
awaiting made-to-order pieces—for 
McKinney Forged Iron has been so 
designed that stocks can be main- 
tained right in your own store. 


No more difficulties on the job— 
for McKinney Forged Iron is easily 
applied to all types of modern con- 
struction—Designed for use with 
modern locks. 


No more complaints about worn 
finishes or rusting a year or so after 
the job is completed—for McKinney 
has seen to it that an especially ef- 
fective rust-resisting treatment pre- 
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An unretouched photograph of 

the Heart design entrance handle 

set in Relieved Iron finish... 

The reproduction shows to some 

degree the exquisite texture of 
this fine hardware. 


cedes the final finish. And rigzd tests 
have proved that each McKinney 
finish is capable of withstanding 
wear and exposure. 


Throughout the entire line of this 
artistic and practical hardware there 
are but two sizes of screw-heads 
used. A small open end wrench 
takes care of the complete applica- 
tion. Nothing is marred. 


McKinney has made it possible 
for you to enter into the Forged Iron 
Hardware business whole-heartedly 
and with enthusiasm. All the old 
standard difficulties have been elim- 
inated. 


And the modern force of National 
advertising is rapidly spreading the 
news that—even modest homes may 
be trimmed with McKinney Forged 
Iron Hardware. 


If you have not yet received the 
new McKinney catalog write at 
once—and then make your selection 
of samples. 


Co. 


McKInNNEY MANUFACTURING 


Pittsburgh, Pa. 


Send This Coupon Today! 








Force Division 
McKunney Mee. Co., Pittsburgh, Pa. 


Kindly send me your Free Brochure on 
McKinney Forged Iron Hardware. 








a eee 





Name of your Hardware Merchant 














2 
Be. 
oe 
Lie 
Co 

St 
af 
rs 

¢ 


¥ 
% 
ey 

¢ 





August 19, 1926 HARDWARE AGE 25 


i 
i 


| 


ha 
Min ih 

ae 

| lh 

nes flag 


| 


vi 

| ( il 
| 
| 


} 
y 
aT 


a 
EEE 
ST 
ee 


ih 
| 
! 
! 
| 
call 
il 


i 


ll 


4 
{ 
il 
) 
{ 


t 
pte 


. 
iy 

at tL 

. onl / 


fi 
li 


} 
mT | 


' 
| 


| 
| 





By LLEW S. SOULE. 








Two Per Cent. Ten Days, Is Not Part of Price 


WO per cent, ten days. That short phrase at the top of an invoice is familiar 

to every man who ever operated a retail store. In fact his familiarity with 
it has in some cases apparently bred contempt. He recognizes it as a part 
of the manufacturer’s payment terms, but sometimes he fails to take it seriously. 
Often he regards it as he does the sign “Wholesale and Retail” on the stationery 
of a small town retailer with a six thousand dollar stock. 


Why? Mainly because too many manufacturers and jobbers have helped him 
to think so; have let him deduct the two per cent, twenty or thirty days after 
date; have allowed him to “get away” with it, on the theory that it wouldn’t pay 
to collect the small amount involved after the major part of the invoice had been 
paid. Also because they have feared to offend him and thus lose his business. 


And the merchant himself hasn’t been altogether blameless. Too often he 
has figured out in his own mind just how the manufacturers would feel about it, 
and has deliberately set out to get the extra two per cent on the basis of “might 
makes right.” In almost every case he has considered the cash discount as a part 
of the price of the goods, to which he is more or less entitled. 


Now, as a matter of fact, the cash discount hasn’t a thing to do with the price 
of the merchandise. It is just what the name implies—a premium paid for cash. 
The manufacturer or jobber does not consider it as entering into the matter of 
price. They realize that thirty days net is the established custom, but they want 
the thoney sooner. They are willing to pay two dollars for the privilege of get- 
ting the hundred dollars due them, twenty days ahead of the customary time. So 
They put forth the offer in good faith, and when it is so accepted they make the 
ninety-eight dollars received in payment, earn the two dollars they have paid to 
obtain it. When it is not accepted in good faith, they simply lose the two dollars, 
and eventually it becomes a part of their overhead. 


Now the retail merchants as a class are honest. They haven’t any real desire to 
do anything that even savors of dishonesty. Probably 99 per cent of those who 
abuse the cash discount, merely believe that they are getting something that really 
belongs to them. When they have been convinced that the cash discount is not a 
price matter, and that others will not be permitted to take it without earning it, the 


bulk of the abuse will stop. 


Meanwhile, however, the sponsors of the cash discount are becoming sick of a 
one-sided bargain. They are tired of paying a premium for something that is not 
delivered. Some of them are seriously considering the abandonment of the plan. 
As a result the merchant who plays fair, who takes his cash discounts legitimately 
and profits by it, stands to lose a part of his earnings. 


What are you going to do about it? 
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Some Data on Multiple Unit Hardware Store Operation 


By E. J. 


NoTe: Chain store operation is becoming a factor in 
hardware retailing. It has been, in numerous cases, very 
successful. But independent dealers operating a single 
unit often lack the necessary data for proper exansion in 
this direction. The primary methods of some of the large 
chain stores may help. Mr. Clary has made a study of 
this subject for five years. These notes come from expe- 
rience. 

HE hardware retailer often is tempted to reach 
"Prout and add a store to his parent shop on the 

belief that success may be repeated as a matter 
of course. Success MAY be repeated and often is. 
But to get the real benefits of chain or group opera- 
tion, certain preliminary steps are essential and there 
is nothing surer in this form of expansion than the 
fact that these steps are taken along the right lines. 

In the past few years a very large volume of data 
has been accumulated on multiple unit operation by a 
score of large chain store concerns. While privately 
gathered, some of this has become available for the 
guidance of others. The average hardware retailer 
hasn’t the time nor facilities to make such an ex- 
haustive study of the problem so that a brief outline 
of the methods of procedure by experts may be of 
value. 

Large chains add new units only after the most 
careful survey of all factors that may hinder or make 
for success. 

This has been largely responsible for their success. 

It has been pretty clearly established that no two 
location conditions are the same though they are 
alike. 

It is customary to apply two groups of measure- 
ments: a—JUDGING FACTS; b—Using COMMON 
JUDGMENT. 

The FACTS which require answers first may be 
summed up: 

I—What is the rate of competition per 1000 possible 

customers? 
Ii—Are these potential customers within the same 
price class as those supporting the parent store? 
IiI—What definite factors will contribute to future 
development of the business 
IV—What are local transport facilities at present? 
V—What do local merchants in other lines gross in 

- comparison with those doing business near the 

parent store? 





Some Questions Answered by Judgment 


The above queries can be answered by FACTS. 

In addition, there are others which are answered 
by the dealer’s own judgment. 

The following factors come under this group: 
Checkup on passing pedestrians as to condition in 
life. 


a 








CLARY 


b—Effect of neighboring shops on the new store, 
either as aids or hindrances to trade. (As for 
sidelines, etc.). 

c—Is the rental rate proportionate to the possible 
turnover? 

d—Value of physical features of the contemplated 
premises, as to shape of store, location on the block, 
display possibilities, condition of property, fire 
hazard, etc. 

In addition to these purely general points, the 
larger chain store companies check up in greater de- 
tail on various divisions of them. But the independ- 
ent will, in getting correct answers to the above 
queries, have some very tangible data upon which to 
reach a conclusion. For instance, there is the method 
of considering the reply to query No. I: Say the prac- 
tical trade area for the average store is one mile 
square. The estimated total population of that area 
is, say 3000, or 1800 net buyers. Add to this 10 per 
cent for transient and you have a net of about 2000. 
Say there is one competitor. This sums up the data 
on question No. I. 


Comparison 


Now compare this to the same figures on your old 
store and you have a basis upon which to judge the 
new. Now, these figures are purely arbitrary and are 
merely used in order to explain the principle. In 
analyzing query No. II, you can determine this by a 
personal on the homes or types of homes, taking 50 
typical ones as an index figure in estimating probable, 
average incomes of groups of 1000. And so on, through 
the other factors. 

There are varying justifications for the addition of 
another store to a successful one: 


Advantages in buying at better prices and of 
switching merchandise. 

To extend a special merchandising policy that has 
been successful or unique. 

Or to take advantage of an exceptionally promis- 
ing opening. 


As for the first, chain organizations have found that 
this isn’t an important factor unless there are at least 
ten units in the chain. Buying for two stores doesn’t 
amount to much more than buying for one in the trade, 
when it comes to trade discounts. Discount rises with 
the increase in the number of units and overhead de- 
creases in ratio. There are no great savings in over- 
head in the case of two stores because such savings 
can only be realized where there is centralized and 
expert management and administration, with a pooling 
of all forms of merchandising service. 

For instance: advertising two stores on one appro- 
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The World’s 
Oddest House 


HE world’s most unusual residence—a house which 
covers six acres, which required 36 years to build, 
which cost about $5,000,000, which contains 160 
rooms, which has thousands of windows equipped with 
gunmetal sash locks that are controlled by gun triggers 
which, when pressed, release the locks on the windows 
—is in California, and is described in detail by John 
H. Brown in the August number of The Inspector, 
official publication of the Pacific Coast Building Officials’ 
Conference. By special permission of Mark C. Cohn, 
publisher, we reprint below this description of what 
probably is the largest and oddest house in the world. 
“What would you do if a rich uncle or aunt or some- 
body were to die and leave you a house and an entour- 
age of outbuildings that covered six acres, contained 160 
rooms, took 36 years to build—and wasn’t finished at 
the end of that time—cost $3,000,000 to $5,000,000, 
perhaps more—and to all intents and purposes was a 
white elephant? 
Nowhere to Go 


“Your first impulse probably would be to advertise 
your white elephant for sale, but who would buy it? 

“Consider your dilemma. Here is a house of 160 
rooms, so constructed that only one room is entered 
twice in making a trip through the house—a trip re- 
quiring one hour of constant walking. 

“A house with three elevators and 30 stairways, most 
of them having 13 steps. A house with six kitchens 
and thousands of doors and windows. A house lighted 
by gas made on the premises. 

“A house having window shutters which can be 
opened and closed without raising the window sash— 
by the turning of a little crank geared to the shutters. 
With gun metal sash locks having a gun trigger which, 
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At the left is a bird’s-eye 
view of the world’s oddest 
house near San Jose, Cal. 
Below is a front view of 
the house, showing many 
of the art windows of cut 
glass inlaid with German 
silver 






when pressed, releases the lock, enabling one to open 
the sash. 

‘“‘A house, in fine, with doors that are walls and walls 
that are doors; steps that go up and steps that go down; 
steps that go off with a two-story drop to the ground; 
windows that are walled; windows that are barred; toy 
town stairways—on one you climb 56 steps to ascend 
eight feet and another has seven flights of stairs each 
but two inches high, which require one to walk between 
80 and 90 feet to ascénd one story; voices two feet 
away that you travel 80 feet to find. 


A Place of Mystery 


“There is such a house and it-is one of the many 
things in California that is ‘the largest of its kind in 
the world.’ It is known as the Winchester Mystery 
House, and it is in Winchester Park, in the Santa Clara 
Valley three miles west of San Jose on the Santa Clara 
and Los Gatos Highway and the Stevens Creek Road. 

“To say that the Winchester Mystery House is one 
of the show places of the Santa Clara Valley doesn’t 
begin to tell the story. There is something eerie, 
something uncanny about the thing. Its history is 
shrouded in considerable mystery. Not even its owner 
can tell the reason for this edifice, which appears from 
a short distance to be a group of a dozen or more 
houses. 

“This much is known: The house was built by the 
late Mrs. Sarah L. Winchester, who was the widow of 
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ERE Beauty and Science have combined to insure the fruition of nature's handiwork. The charm- 

ing young lady knows that the spray she is using is both an insecticide and blight preventative, 

thus insuring a record growth of rambler roses. The progressive hardware merchant should also 

know that featuring spray materials and insecticides at the present time is one of the surest ways of 
insuring good will and satisfactory profits. 
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An interior view of the auto accessories and radio department in the store of the J. L. Hall Hardware, Fairmont, 

W. Va. The arrangement of the various articles in compartments indicates how successfully the firm makes use 

of salesmanship as every article is placed ds near as possible to others that one might remember wanting when 
buying any one 


Placing Accessories to Sell Themselves 


By Milton J. Phillips 


is that of J. L. Hall, Fairmont, W. Va. It occu- 

pies a room 70 by 50 adjoining the the first 
floor of his hardware store and facing a paved alley 
in the rear with its own display window and entrance. 
Of course, it has two arched entrances from the store- 
room. The extra fine thing about the physical room 
in the frequently expressed opinions of motorists is 
the fact that they can run up beside the accessory 
store, jump out and run in, greasy clothes and hands 
as it suits them. And, it suits many of them if the 
daily record of the busy cash register is deemed suf- 
ficient evidence. 

A striking feature is the rows of display tables di- 
vided into various sized compartments separated by 
strips of plate glass. In these are found auto bulbs, 
spark plugs, radiator caps, stop lights, mirrors, hub 
caps, fan belts, polishes, tool kits, other tools, pumps, 
piston rings, repair outfits, lubricants, clocks and too 
many other interesting things to recall, including cigar 
lighters. 

The arrangement of the articles in the compart- 


N accessory department that never disappoints 


ments indicates how successfully Hall and his acces- 
sory men use salesmanship, because every article is 
placed as near as possible to other articles that one 
might remember that he needs when buying any one. 
It appears to be silent suggestive salesmanship at its 
peak. There is no such thing in that department; in 
fact, nowhere in the big store, as throwing goods into 
the spot where they could be deposited with the least 
amount of work. To those men, good light, good posi- 
tion, accessibility, that is to the customer, and the 
price card in clear distinct type are fundamental es- 
sentials. The psychology of salesmanship without the 
salesman is seldom seen more convincngly. Every 
customer can pick up and feel to his thorough satis- 
faction each and every article he contemplates buy- 
ing before getting the attention of a clerk. 

A complete stock in the full sense of the word is 
Hall’s fixed intention. When a motorist depends upon 
him to have a certain well-known part, he sees to it 
as far as it is humanly possible that the car owner is 


(Continued on page 70) 
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Take This Home 


By Saunders Norvell 


to be interested about shopping in Paris. They 

wish to know if prices are very much lower than 
they are in this country. They ask about the effect 
of the low-priced franc on the value of merchandise. 
All I can write on this subject is from my own personal 
experience. When I departed, I was supplied with 
quite a long shopping list—sizes, samples, etc. Your 
friends and family do not seem to think that time is of 
any value in Europe. They forget that it takes as 
much time to buy some small item that costs $5 or $10 
as it does to make a large purchase, especially if one is 
conscientious and wishes to get sizes, colors, mono- 
grams, etc., just right! 

* <a * 

This article is being prepared in advance and tells 
about prices at the time I was in Paris, in the month 
of June. Since then the franc has declined to almost 
50 to the dollar—almost 2 cents each. When I was in 
Paris, francs cost me about 3 cents each. It also must 
be remembered that just a single personal experience 
cannot be taken as a general rule, but I will give my 
own experience as a shopper in Paris and my own con- 
clusions for what they are worth. 

¥ % 


In the first place, do not forget that prices on the 
same goods vary greatly in different shops in Paris. 
The large department stores have a one-price system, 
but the same article in different department stores will 
vary sometimes as much as 50% in price. As a rule, 
the great shops in the central part of Paris where most 
of the tourists do their buying are very expensive. Far 
better prices can be obtained on exactly the same goods 
in the smaller shops in parts of Paris seldom visited 
by the American tourist—shops where the French do 
their buying. No sane French shopper would ever buy 
from any of these fashionable tourist shops. The 
French are entirely too economical and careful for 
that. 


| NUMBER of my friends and correspondents seem 


% * * 


Another thing must be considered and that is that 
even in the same shop there are often different prices 
for different classes of customers. If you do not speak 
French, you will be asked the highest price. If you wish 
to shop in Paris, it is much better, if possible, to have 
someone do your shopping with vou who speaks French 
fluently. It will probably make a difference in the cost 
of your purchases of from 25% to 50%. If you can, 
get some native French woman. There are a number 
of women in Paris who make a living as shoppers, and 
one of them could save Americans a great deal of 
money. 

* ¥* *% 

In the large shops, as the franc went down, prices 
were quickly advanced. This, however, was not true 
of the smaller shops. They are more deliberate. They 
have not the facilities to change their prices so quickly. 
Besides, where a French shop catered almost entirely 
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to French trade, the variation in the value of the franc 
was hardly considered. As a result, in some of the 
shops on the outskirts of Paris, prices, based on the 
dollar value of the franc, were exceedingly low. This 
was especially true in shops selling antique furniture, 
old silver, tapestries and works of art. 

+ *& * 

To be specific, I found that everything in the way of 
linen goods, such as handkerchiefs, underwear, etc., 
was very much lower than in America. I also found 
that almost everything made of silk was very cheap 
compared with our American figures. 

* * * 

In these linen and silk shops, monograms are em- 
broidered on articles purchased. This work is very 
cheap. On silk articles of underwear, for instance, I 
ordered a three-letter monogram, inclosed in a fancy 
ribbon design, at a cost of 5 cents per garment, or 15 
cents. This same work, I am informed, here in New 
York would cost $1.25 per garment. Of course, such 
things must be ordered about 2 weeks in advance. I 
understand much of this embroidered work is done in 
the Vosges Mountains by peasant women. 

* * * 

One item I found on my list was 3 dozen garter 
heads. I was supplied with a sample. This sample 
was a little ladies’ head with blond silk for hair, the 
features painted by hand. The lady wishing these 
garters desired them for favors at a birthday party 
she proposes to give this fall. These little heads cost 
about 60 cents per dozen—5 cents each. I do not see 
how the work could possibly be done for this price. I 
got them for her. They cost me fully two hours’ time 
and one dollar for taxicab fare! 

% % * 

The fashionable dressmakers in Paris certainly do 
wondérful work. They are also remarkable sales- 
women. I tried my hand at buying gowns and the re- 
sult was quite successful—that is, as far as color, ma- 
terial, fit and style were concerned. However, when I 
returned I was informed that I was stung on the price. 
I suppose my charming friend, the modiste, decided 
that an American business man was an easy mark. 

I was interested in the fact that all the fashionable 
dressmakers give their gowns fancy names. A nice 
little gown for a miss that costs $75 was “September 
Morn,” while other gowns, ranging in price from $150 
to $200, had a line of names such as “The Stars of the 
Night,” “Moonlight on the Sea,” “The Breath of the 
Orient,” etc. I am under the impression that buyers like 
myself can do just as well in New York! At least, 
I do not think that in the future I will take on any 
orders for gowns. As a bargain hunter, I was not a 
success !! 

* * * 

Last year, when I was in Paris, in a ghop over in 
the Latin Quarter, I bought a number of these small 
silk shawls that were then fashionable. I paid from 
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$3.to $6 each for them. I priced them in shops near the 
Opera House and they ran at from $9 to $12. I found 
that the same shawls were selling on Fifth Avenue at 
$25. 

* * *% 

Gloves, of course, are quite cheap. The average price 
of a good quality of glove in a French shop is about 
$1 per pair. Evening gloves, with ‘long sleeves, are 
$2 per pair. The same gloves in New York sell at 
from $3 to $5. 

* *% ¥* 

As I said before, ladies’ silk underwear, as compared 
with New York, is very cheap. It is all hand-made and 
the monograms are beautifully done. When we com- 
pare the prices charged in France at these French 
shops for such things with New York prices, we can 
easily understand how ladies’ shops on Fifth Avenue 
can afford to pay Fifth Avenue rents. 

* * * 

I was surprised, however, to note the exceedingly 
high prices, both in France and in London, of men’s 
shirts and linen collars. A shirt that you can buy in 
New York at $3.50 is worth $5 in London. Of course, 
when I demurred at their prices, they talked quality, 
but I could not see the difference in quality and they 
did not attempt to demonstrate! 

* *% * 

At “La Samaritan,” one of the fine shops in Paris 
near the Opera House, I bought a very gorgeous colored 
bathrobe. The colors attracted me. It would be fine 
for the beach. The price was $15. Afterward in New 
York, I dropped in to Messrs. Rogers, Peet & Company 
and found that they are selling the same bathrobe for 
$13.50! The Good Samaritan stung me on the bath- 
robe. ; 

I also bought some silk hose at ‘‘La Samaritan” and 
I was stung on everything I purchased. However, the 
salesman who waited on me was all right. He knew 
his business! Nevertheless, no more La Samaritan for 
my Scotch blood!! 

* * * 

In London I found there was the greatest difference 
in the prices of the shops on exactly the same quality 
of goods. I do not like to buy anything at the same 
shop that sells the Prince of Wales! Every time I 
struck a “Purveyor to the British Royal Family,” I got 
stung. I think that to buy at the same place with the 
British Royal Family in London costs any American 
50 per cent! It may be worth it, but just the same, 
when I see on the sign of the shop that they are Pur- 
veyors to the British Royal Family, I pass!!! 

* * * 

While clothing is of course much cheaper in London 
than it is in the United States, nevertheless, the tailors 
have all advanced their prices. This is on account of 
the high taxes. A first-class tailor in New York who 
sold a first-class sack suit at $75 in 1914 is now asking 
$125. The same suit, made of the same materials, not 
so well lined, has advanced in London from $30 to $50. 
In other words, you can buy a suit of clothes in London 
about $75 per suit cheaper than in America. 

: a * * 

Heavy overcoats, raincoats and all sporting clothes 
are fully 50 per cent lower in England than here. The 
greatest difference, however, is on woollen goods. I 
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mean by that, golf stockings. You can buy good quality, 
pure wool, fancy golf stockings in London at $2.50 per 
pair. I found these same golf stockings selling in New 
York at from $6 to $10 per pair. In other words, in 
almost everything in the woollen goods line, you can 
buy goods at a retail price in London, pay a 50 per cent 
duty and still sell them at a handsome profit if you 
could get the prevailing retail prices in New York. 
Evidently somebody in the line of woollen goods is 
getting away with murder! 
* * 

Taking it all in all, it is much better to do your 
shopping in Paris than in London. The London mer- 
chants frankly told me that this was caused by the 
excessive English taxation. 

* * % 

Now, let me tell you a little story about a small can 
of Craven Smoking Tobacco. In Paris I bought this 
tobacco in a sealed can at Fes. 10 (30 cents). In London 
I found the price at several shops was 2/ 5 (58 cents). 
Then I returned to the United States, dropped into a 
little shop in my home town, Larchmont, near New 
York, and bought the same can of tobacco for 35 cents. 
In other words, England, where this tobacco is made, 
charged almost double the price of either France or the 
United States. 

% * % 

England makes the finest leather goods in the world. 
On fine leather goods, their prices are very high, but 
still, when I compare their prices with the figures they 
are getting in New York City for the same quality of 
goods, I find a difference in favor of England of about 
50 per cent. Possibly this is just the difference of the 
duty. 

Fitted week-end cases, of which there is a great 
variety shown in London, are beautifully made and 
prices are considerably cheaper than in New York. 

* * * 

I was very much interested in checking up my 
shopping list. If one aspires to a universal education, 
shopping should be one of the courses. There is a great 
deal to be learned in shopping, not only about merchan- 
dise values but also about human nature. As one’s 
knowledge increases, so do one’s interests. 

* * * 

Since I have returned to New York, I find myself 
carefully studying and comparing the costumes of the 
women with those I saw in Paris.- It is quite evident 
that there is more handwork, more brilliants, more 
pearls and other things, sewed on the modern dress 
than on those made here in New York. This, of course, 
is the result of the vast difference in the cost of hand 
labor. The average New York gown seems to be much 
simpler. 

7 * * 

Oh, yes; I almost forgot to say that in Paris they 
are wearing them very short—just about to the knees. 
When the ladies sit, the knees are usually exposed, but 
that makes no difference when one wears fine silk 
stockings. You know, statistics in the United States 
show that the greatest increase in the sale of any one 
article in the last ten years has been in silk stockings. 
I am not quite sure without referring to my book of 
statistics, but I think the increase has been one billion 
per cent!!! 
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Write a Postal Story and Receive One Dollar 
Here Are Eight Good Examples and Ideas 


The Treasurer of Harpware AcE Has One Dollar Checks for the Authors of All 
Published Postal Stories—Send as Many as You Like to the Postal Story Editor 
of Harpware Ace—He Will See That You Receive One Dollar for Each 
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By sampling each size nail, bred, tack, steple, |.” For a dollar day I did not use only one 
_screw eye, screw hook that we carry in stock and iw special, but in additien to the special 
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Churchill, Ill. 





We have & wall case three feet wide, six feet 

high and six inches deep. All our pedlocks are opened 
and the keys fastened onto each padlock with a rubier 
band and the retail price marked i plain figures and . 
hung up on hooks in this case where people can handle 
them and leek them over as mich as they wish without .. 
mixing the keys or losing them. It has increased our ~ °.’ 
* padlock sales several hundred per cent ani decrease ° 
...j- Our work t@ the minimm, Pal. 

















Churchill Hardware Company. 


































* lionday morning is a good time to look over your .. 
; supply of milling cutters, drills, hacksew blades, 
|. abrasives and general mill and factory equipment. 

If you need a few cutters for this department, 
- Or @ few stones or hacksaw blades for the tool shop, 
_ don't delay production, but - 

trite, wire or ‘phone us. 

We can serve you promptly. 
















a He H, Bemnett, 
Hardware & Tools, 
Bee, 106 Northampton St., 
oes , Easton, Pa. 














Kennebec, S.D. + a6 
May 4, 1926 ae 





Our sales of machine oilers, dry cells, hot shots 
canvas gloves have been increased by hanging small dis- 
play shelf over the wrapping counter and near the cash 
resister. These are items every farmer uses in the 
4 spring, and it puts them out where he is reminded that 
-. he negds them, 
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“Any Short Story Ever Told Could be Boiled Down and Completely Written on a Post Card” 
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Above is a picture of one of the attractive electrical fixture exhibit rooms in the store of William E. Barnes, Memphis, 
The entire electrical department of this firm is located in the basement where three and a half years ago there 


was nothing but a coal bin and store-house 


Attractive Exhibit Rooms Increase 
Sales of Electrical Fixtures 


HE unusual success of William FE. Barnes 

Hardware Store, Memphis, Tenn., in the mer- 

chandising of electrical fixtures is due entirely 
to his departmentalizing the electrical fixture depart- 
ment in an attractive and home-like setting. 

That such a method of displaying electrical fixtures 
is profitable can be deduced from the fact that today 
the present electrical department of the Barnes hard- 
ware store is composed of four attractive exhibit 
rooms and two halls. These are the outgrowth of one 
hall and two rooms. The entire department is located 
downstairs, where three and one-half years ago there 
was nothing but a coal bin and basement. Today one 
finds an electrical fixture department to be envied. 

Last year on a $2,000 stock investment carried, 
$30,000 worth of switches and wiring devices were 
sold. The sales realized on electrical fixtures alone 
were many thousands above the amount just men- 
tioned. There is always a good margin of profit 
realized from this department which has been steadily 
growing for three and one-half years. 

The displaying of electrical fixtures in home-like 


exhibit rooms appeals to the women buyers who like 
to see a variety of merchandise displayed. In this 
way they can “pick out” the fixture wanted which makes 
it easier for both salesman and customer. 

Electrical contractors form the other important 
class of purchasers. These are often solicited by Mr. 
Barnes, who spends half of his mornings on the out- 
side of the store offering bids to contractors or mak- 
ing estimates for the complete equipping of new homes 
with lighting fixtures and hardware. 

Mr. Barnes is aware of the possibilities of such a 
department because he is convinced that a hardware 
store has the best background for handling such a 
line. The personnel of a hardware store also has 
a good merchandising knowledge that gives more 
power and weight to its sales talk. The custom- 
ers of this hardware store also know something of 
the reputation of the Barnes hardware store, its re- 
liability for square dealing and quality. 

The stock carried includes the following standard 
items of electrical supplies and fixtures. It is a good 
stock assortment for any hardware merchant to con- 
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sider when building up an electrical department. 


Wire, 

B. X. Cable and Loom, 

Knobs, Tubes, Cleats, 
Switch Bases (Porce- 
lain), 

Glass Knobs and Porce-| 
lain Bushings, | 

Loom Coil Boxes, Switch 


Boxes and Metal Back- 
ings, 

Loom Clamps, Fixture 
Studs and B. X. Connec- 
tors, 

Conduit, Bent Ells, Nip- 
ples and Reducers, 

Locknuts, Bushings, Pipe 
Straps, 

Conduit Boxes and Covers, 

Iron Service Cabinets, 

Safety Switches and Fuse 
Cutouts, 

Service Fittings and Elec- 
trolets, 

Killark Electrolets, 

Electrolet Covers, 

Fuse Plugs, 








Tape, Solder, Paste, 
Ground Clamps, 

Bell Circuit Material, 

Brass, Porcelain and Can- 
dle Sockets, 

Iron and Attachment 
Plugs, 


| Rosettes, 
Switches and Receptacles, 


Chain Insulators and Glo- 


Tips, 

Switch and _ Receptacle 
Plates, 

Lamp Guards and Keys, 

Lamp Bulbs, 

Fixtures, Bare and Com- 
plete, 

Porch Brackets and Lan- 
terns, 


Commercial Units and 
Store Fixtures, 

Ceiling Rings, 

Fixture Parts and Shade 
Holders, 

Brass Pans and Parts, 

Glassware, 


Regarding advertising, Mr. Barnes reported worth- 
while results from use of space in the classified tele- 
phone directory of Memphis. Several thousands of dol- 
lars worth of business has been turned his way due 
to an annual $25 investment in the Memphis telephone 
directory. The name of the company is found under 
several different headings which no doubt accounts 
for this profitable form of advertising. The following 
are examples: 

Electrical Fixtures 
Wm. E. Barnes Company, Inc... . .6-0250 
153 South Main Street. 


Electrical Supplies 


Wm. E. Barnes Company, Inc... . .6-0250 
153 South Main Street. 


Newspaper advertising and other forms are used 
whenever there is something to advertise that has a 
real appeal, both as regards prices and quality of 
merchandise offered for sale. 

The prospective home owner who goes to Barnes 
for electrical fixtures is always aided in the proper 
selection of lighting fixtures by the clerks or Mr. 
Barnes himself. Mr. Barnes and his assistants in 
this department have studied various lighting effects 
and color combinations so that an unusual service is 
given their customers that is different from the ser- 
vice obtained from the average hardware store main- 
taining an electrical fixture department. 

The departmentalizing of electrical fixtures in a 
home-like setting is all the result of work done by 
Mr. Barnes and his sales staff. All the work involved 
in building the exhibit rooms, putting down the red 
oak flooring and hanging and wiring of the fixtures 
was done by the clerks. The investment in this has 
amounted to over $5,000, but has never been regretted 
since the beginning. 
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A Profit-Table for Retailers 


O you know that 5 per cent added to the cost is 
only 434 per cent profit on the selling price?— 
that 20 per cent added to the cost is 16 2/3 per cent 
profit on the selling price—that 100 per cent added to 
the cost is really 50 per cent profit on the selling price? 
Of course, you do if you stop to figure it up—but 
you won’t have to figure it up if you clip out this 
handy reference table and keep it where you can refer 
to it at all times. 
This table shows the profits to be made on the sell- 
ing price resulting from additions to the cost ranging 
from 5 to 100 per cent. 


5° added to cost is 4%4% profit on selling price 

844% 7 7% : 
10% - 9% ” 
1212% ws 114% 5 
15% : 13% 
16% ' 144% ' 
17142% “ 15% - 
20% : 164% . 
25% a 20% . 
30% " 23%, . 
334% - 25% ™ 
35% ri 26% ™ 
3742% ‘3 274%4% . 
40% . 2845% i 
45% i 31% -“ 
50% - 33144% - 
55% " 3542% X 
60% ” 3742% . 
65% 7 3914% . 
664% j~— ~ 40% ” 
70% 41% " 
715% - 4224% - 
80% . 4412% . 
85% s 46% ws 
90% " 4742% . 
100% ? 50% ‘— 


Reprinted from Intake and Outlet, published by Cle- 
ments Mfg. Co. 
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The Shipping Board, in a statement made public 
Aug. 8, points out that the United States not only has 
to import rubber, tea, coffee, silk, potash and nitrates, 
but that it also buys 800,000 tons of vegetables abroad 
every year. 

It is the popular belief that this is an entirely self- 
sustaining nation, but the belief receives little sup- 
port from the records of importations. Our resources 
do include sufficient grain, petroleum, cotton, coal, 
iron and copper to supply our needs for consumption 
and use in manufacture, but we must depend upon 
foreign countries for either a large part or all of our 
needs in many other major commodities. 





When goods stick on the shelves, it is usually an 
indication that some one is not sticking to his job. 





Most summer slumps are mental. They are more 
the result of lethargy than conditions. 
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The Contest Winner 


The Story of a Young Man Who Just Naturally Enjoyed Playing Games Better 
Than Doing Anything Else in the World—And So When He Fell Heir to His 
Late Uncle’s Hardware Store He Finally Learned to Play the Game 


By Russel Wilmot 


Part II 


HAT afternoon he spent going over his new prop- 

erty. The store struck him as rather old-fash- 

ioned but fairly well stocked. The arrangement, 
to his way of thinking, was cluttered and disorderly, 
and he couldn’t see how anyone could find anything. 

Amos Brown, the lawyer, pointed out that the store 
was a very well-known one, and the name Maitland one 
to inspire confidence. He advised him to retain the 
firm name of the Maitland Hardware Company. 

It was fortunate that Edwin Bremer, who had been 
with his uncle for forty years, was still on the job. 
C. S. was satisfied he could soon pick up the business. 
Anyone ought to be able to run a hardware store in a 
town of 4000 souls. In fact, C. S. began to feel a cer- 
tain pride in ownership. Business was a game, and 
one might as well have as much fun out of it as pos- 
sible. 

He wished that his Uncle Samuel had seen fit to 
leave him some cash, but aside from a small sum 
named as a starter, he was to assume the outstanding 
liabilities. In other words, he was to step right into 
his Uncle Samuel’s shoes, and the business was moving 
along nicely. 

“A wonderful opportunity,” Lawyer Brown kept say- 
ing over and over again, rubbing his hands together. 
“Young man, if you keep your head you ought to make 
your fortune here. 


Sore Point 


“And, by the way,” the lawyer inquired, “you are 
named as C, S. in all your uncle’s papers. May I in- 
quire just what your full name is?” 

The young man paused and colored. Then he 
laughed in an embarrassed fashion. 

“That has always been rather a sore point with me,” 
he admitted, “for I never could understand why my 
parents gave me the absurd name they did, and so I 
have taken the name C. S. as my full name so long, that 
I have forgotten I ever had anything else. I'll tell you, 
sir, if it is necessary for you to know, but I am to be 
C. S. in Oakmount, for I do not propose to be a laugh- 
ing-stock as I was as a small child in the town where 
we lived.” 

The lawyer looked surprised and curious. C. 8S. took 
out of his pocket a pencil and paper, wrote something 
on the back of an envelope, and held it up so the lawyer 
could read what he had written. Then he slowly erased 
the marks of his lead pencil. 

Amos Brown had a face a good deal like a new moon, 
and he grinned broadly. 

“Say,” he said, “I think that’s great. It would be a 
great advertising asset! Why don’t you use it?” 


“IT should say not!” snapped C. S.; “and remember 
you are pledged to secrecy.” 

“When will you take over the charge of the store?” 
the lawyer went on, perceiving that the discussion of 
his client’s name was not agreeable. “I would advise 
that you return as quickly as possible.” 

“TI shall do so,” C. S. promised, “and I believe I can 
make it in just about a week or ten days. Under the 
circumstances, I believe I can be released from my 
present business connections—and—er—well———” and 
C. S. blushed clear down to his collar. 

“There’s a young lady in the case, sir, and if I am 
coming here to live I think I shall bring a wife along 
with me. It would be lonesome to play the game 
alone.” 

“Congratulations,” beamed the lawyer. “That’s the 
very thing to do—settle down and make Oakmount your 
home and make us your people!” 

Ten days later Mr. and Mrs. Jenks arrived in Oak- 
mount. The new owner of the hardware store reflected 
that this sudden turn in his fortunes had doubtless 
changed his whole career, and, being a clean, likable 
young chap, who had never done anything seriously 
in his life, he now resolved to make a go of this busi- 
ness if he possibly could, and then when the time came 
that he was free to go where he pleased—he could sell 
out and have a snug little sum of money with which to 
start in business somewhere else. 

His associates at the rope factory had looked at him 
enviously—first, because he had come into money, and 
second, on account of having won one of the most 
popular girls in their particular circle. 


Ambition Awakened 


C. S. was not so sure that they -would feel that way 
if they eould see Oakmount and the rough country 
round about it, but he accepted all the felicitations, and 
a real ambition was awakened to make good, and to 
come back ten years hence and amaze them by what he 
had done. {[t was like living over the lives of some 
of the poor-boy heroes of his story-book days. 

It did not take very long to find a suitable and eco- 
nomical boarding place for himself and Mabel. They 
would not go to housekeeping just yet, and she re- 
minded her liege lord and master that she had been a 
business girl for several years, and would just love to 
help him in the store. C. S. was not so sure about 
that, for he had a little pride in the matter, but Mabel 
stuck to her text. 

“T don’t see why not,” she pouted. “As I haven’t 
any care of even a house as yet, I might as well get 
accustomed to our new store.” 
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Mabel dimpled at the brand-new possessive pronoun. 

“Then, if you should be sick or anything like that, 
C. S., I could handle things, and next year we may be 
able to buy a little home, if we make lots of money. 
Sut, Honey, it'll not do us any good to make the money 
unless we save it! And if I do the office work for you, 
we'll have that much more for ourselves.” 

C. S. was not having any time for bridge or any other 
games these days. He almost forgot about them in 
his greater interest of prowling about the new store, 
finding out what was there both in plain sight and in 
out-of-the-way corners, and going over the books and 
having frequent talks with Edwin Bremer. 

Sometimes he thought the old man was not overly 
pleased to spend quite so much time in conversation, 
but C. S. felt that “He must get hold of things.” 

3riefly summed up, his policy was to be: First, get- 
ting acquainted with the people of the town and meet- 
ing and knowing the customers of the store; second, 
doing a lot of advertising to bring people in to buy; 
and third, improving and expanding the store as fast 
as possible to make it more city-like in appearance. 

“It’s going to be a great game, Mabel,” he would 
remark again and again, with growing satisfaction, 
“and I believe we are going to like it here a lot better 
than I expected. I am simply amazed at the number 
of people who own their own homes and are comfort- 
ably well off; at the number of people whose children 
are in our best and most expensive colleges; and the 
way people buy cars and radios, and take long trips. 

“An old chap was in this morning who went around 
the world last vear, and is just leaving with his second 
wife for a Mediterranean cruise. Somehow or other 
the people up here make money and have things. The 
prospects are we'll get ahead as we never would have 
done in the city. Some of these days we'll invite some 
of the old bunch up and give them the surprise of their 
lives!” 


Never Fell Down 


Mabel looked grave. 

“That would be fine,” she said soberly, “and it’s what 
we'll aim to do, for it would be particularly mortifying 
to have things put into our hands and then to fail.” 

“You’ve never seen me fall down on anything yet, 
have you?” retorted C. S. testily. “You just watch this 
little old business of our grow! I’ve not been round 
this world ever since I was born without learning a 
lot, and the whole matter is one of careful buying and 
right selling. I’ve been reading some magazines, and 
there’s nothing mysterious or difficult about it.” 

Mabel’s face cleared. 

“No,” she said gently, “I’m sure there isn’t; but, 
C. S., please don’t buy that new car you were looking 
at yesterday. We can get along without it for the 
present, and if we bleed the business to pay for it I’m 
afraid we'll be sorry.” 

C. S. turned away angrily. 


“Ed. Bremer’s been talking to you,” he said. “The 


old chap means well, but he’s got the idea that if an 
ox cart was good enough for his grandfather and for 
him, that no one else ought to want anything better. I 
think I shall buy that car!” 

“On the installment plan?” Mabel queried evenly. 
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“Well, what of it!” snapped C. S. “There’s nothing 
criminal about that!” 

Mabel lowered her eyes. 

“We should be able to pay for a luxury down or go 
without it,” she said. “Your Uncle Samuel didn’t do 
business that way!” 

Mabel over-ruled with her objections, but in the 
months ahead C. S. repeatedly bought things which 
caused a worried frown on the forehead of Ed. Bremer. 
The expensive fur coat he purchased for Mabel to 
play the social game in, the piano he was persuaded to 
sign up for, and the new showcases that he bought all 
ran into money, and now-a-days it was not usual to 
have drafts made upon him which were not met. 

“We'll have to borrow some money,” he said one day 
to Ed. Bremer. “That’s what banks are for.” 

“Your uncle, sir,” the old man replied, “would have 
collected enough of the overdue accounts to take care 
of his obligations, and I would suggest that we do that 
way now.” 

“We'll work that play a little later,’’ C. S. replied 
easily, “but with all this muss of fixing the place over 
I haven’t time at present. I'll just make up a state- 
ment for the bank and that’ll be the easiest way out.” 

“Or the easiest way in—to debt, sir, for borrowed 
moneys must be paid sometime.” 

(Part III will appear in an early issue.) 
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Staggering the Traffic 
ITH strictly limited rapid 
transit facilities and demands 
upon those facilities which are 
rapidly increasing by leaps and 
bounds, New York City is being “put 
to it’ to get its millions of workers 
to and from their work with even 
a modicum of comfort and respect: 
ability; and to meet the situation a new idea is being 
put into operation this year known as the Stagger- 
Traffic Plan. : 

This, calls for the cooperation of practically all the 
larger bus‘nesses of the city in arranging for office 
and factory hours which overlap. Certain types of 
workers will start their day’s work an hour earlier 
than heretofore and stop an hour earlier. Others will 
start an hour later than heretofore and turn homeward 
an hour later. And the result will be that each rush 
hour “peak,” morning and night, will be distributed 
over three hours, thus enabling existing facilities to be 
utilized with far better effect. 

Among the major needs of the average retail busi- 
ness is some such similar scheme. Retail stores, too, 
have their “peak-loads” but they are not so much daily 
as seasonal or yearly. If only they could “stagger” 
their traffic in such a way that its present volume could 
be distributed evenly, then less expensive store facili- 
ties, fewer sales people and larger profits would be 
the result. Or maintaining the same store facilities 
and sales force, if the “between-peak-loads” customer- 
demand could only be built up so that it is dependably 
constant, a sort of retail millennium would be the re- 
sult and profits would be decidedly larger. 
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Business Analysis and Forecast 


By DR. LEWIS H. HANEY 


Director, New York University Bureau of Business Research, in The Iron Age 


Favorable and Unfavorable Factors Affecting Business 
May Be Summarized as Follows: 


Favorable Factors 


1. Absence of serious industrial mal- 
adjustments. 

2. Commodity prices more stable. 

3. Good buying of steel; unfilled orders 
decline less rapidly. 

4. Purchasing power of labor good. 
. Large volume of retail trade. 
. Mercantile inventories small. 
. Money fairly easy. 


“1S oI 


Unfavorable Factors 


? 

1. The P-V line declined slightly. 

2. Continued decline in building activity, 
and automobile production. 

3. Rising trend of business failures; 
new enterprises decline. 

4. Bank statements show an undue pro- 
portion of assets in stocks and bonds. 

5. Manufacturers’ inventories large. 

6. Unfavorable financial developments 
in Europe. 

7. Radical political developments in the 
West. 


( FAIRLY even balance between the favorable and the unfavorable factors explains the 
current uncertainty as to the future of business. No expansion would be normal 
under the present conditions, but no drastic recession is called for. The probability is that 


a little further recession will occur. 


position in the business cycle. Just at present 
a fairly stable situation is indicated. This is 
especially true of railroad freight traffic which, allow- 
ing for seasonal variation, has held rather steadily for 
several months with little expansion or contraction. 
Thus our index is practically the same for December, 
1925, and March and June this year. The trend of the 
railroad tonnage curve mdy reasonably be said to show 
an irregular sidewise movement. 
This is a pretty good picture of industry as a whole. 
There has been a remarkably sustained period of large 
industrial activity, fully up to normal requirements of 


() » first chart is designed to show the current 


the country. While no very sharp curtailment is indi- 
cated for the near future, it is equally true that there 
is no prospect of any materia] expansion or boom. 

The curve of bank debits reflects buying and selling 
as distinguished from industrial output, and is affected 
by price levels. It differs from the railroad traffic 
curve in showing a continuous and rather sharp decline 
since March. The June index was nearly as low as 
that for September last year, and was within speaking 
distance of the freight traffic curve for the first time 
in several months. This decline marks the deflation 
in speculation which has gone on in recent months— 
in the stock market (March and April) and in real 
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Fig. 1—The Adjusted Index of Railroad Tonnage Shows a Fairly Stable Condition. 
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Bank debits are 


in closer adjustment with the index of physical volume of trade, indicated by the freight movements, 
and show a deflation of stock and real estate speculation 
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estate (from early spring to date). It has been accen- 
tuated by the decline in commodity prices. 

The fact that bank debits are now in so much closer 
adjustment with an index of physical volume may be 
considered favorable to stabilization, as an extraordi- 
narily large volume of checks drawn in comparison 
with industrial output almost necessarily means undue 
speculative activity. The bank debits curve, however, 
declined less sharply in June than in the preceding 
months and the weekly figures for July indicate the 
possibility of an upturn. We may yet see a double top 
in this index of business, similar to that in the stock 
market, though so much recovery in bank debits seems 
unlikely. 

Double Tops in Trade Curves Indicated 

A study of these two important indexes shows that 
business in general is near the peak of a cycle and is 
neither moving up nor down, as yet, in any pronounced 
way. The situation is admittedly complex, depending 
as it does upon the crops, politics, foreign developments, 
and the trend of the automobile and building industries. 
Certainly the situation calls for great caution and con- 
servatism, although, aside from the speculative read- 
justment referred to above, only a moderate recession 
has thus far occurred and no drastic further decline 
is yet in sight. 

In a way, the basic production curve resembles that 
of tonnage and the curves of trade are like that of bank 


in comparison with production in basic industries and 
is still above the latter in spite of some downward 
readjustment in the spring. 

Apparently the curves of trade are making a double 
top. Both retail and wholesale trade reached a peak 
around November last year, the average for the three 
months, October, November and December being the 
highest of any similar period on record. Then there 
was a decline through February, followed by irregular 
recovery. At present both are below the November 
peak, but higher than a year ago or than the peak of 
business in 1928. 

On the other hand, basic production reached its re- 
cent peak about March and has since been declining. 
It also is higher than it was a year ago, but is consid- 
erably under the peak reached in April, 1923. 

Is basic production out of line with trade—just as 
railroad tonnage has been out of line with bank debits? 
Judged by the level of wholesale trade, the answer 
would be, yes; judged by retail trade, the answer would 
be, no. Statistical measurements are not sufficiently 
accurate to allow a clear generalization. We can, how- 
ever, say that the average output of all basic in- 
dustries is well up with the movement of goods through 
trade channels, but is not clearly in excess of such 
movement, as was the case in 1923 and again in the 
first quarter of 1925. 

With reference to the future we ordinarily rely 








(Continued on page 73) 
































debits. The retail trade curve has been relatively high 
wy | | | | | 
r 120 
: FHS 
a Se +110 
4 
105 
Pe | e- ‘ << 
2 Wo yn we 100 
OD NF 7 | 95 w 
v," f Z 
S +90 — 
2 —— ¢ - 4 cae a\> 
= \ f a! 8 
a) | ons 8 - 80 
I ’ | 
50r- NA re 7 as Perea 
‘wv 
J ] J | l l l | l | | | | | l | | 1 i | | { 
I92I i922 1923 I924 1925 1926 


Fig. 3—The P-V 
Generally Anticipates the Trend of Business by About Five Months. 
ber and has continued a steady drop until now it is well below normal. 


up in June and conditions are similar to those existing early in 1923 


Line, Representing the Ratio of Commodity Prices to the Physical Volume of Trade, 
It turned downward in Decem- 
The ingot production index held 
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Mail Order House 
Plans Merchandise 
- Displays 


Montgomery Ward Opens First 
of Seven Exhibits Designed to 


Put Customers in Personal 
Contact with the Goods 
to Be Sold 


The mail order house has come to 
a realization of the values of personal 
contact and merchandise display. Here- 
tofore it has depended upon catalogs, 
backed up by various kinds of adver- 
tising. Now, however, Montgomery 
Ward & Co. has started a chain of 
merchandise display stations closely 
resembling retail stores. The original 
plan calls for seven of these displays 
or exhibits, one for each of the dis- 
tricts into which that company has 
divided its sales territory. The first 
was opened on Aug. 14 in Marysville, 
Kan. It is to be immediately followed 
by others in Indiana and Minnesota. 

Although the officials of Montgomery 
Ward & Co. disclaim any idea of open- 
ing retai! stores, yet the display station 
at Marysville looks very much like a 
store. It is in a regular store building, 
with a frontage of twenty-five feet, 
and is equipped with two regulation 
display windows. 

The inside does differ from the aver- 
age store, in that it is not equipped 
with counters, cash registers, etc. In- 
stead, it is divided into display booths 
situated on both sides of the center 
aisle. It could be very readily converted 
into a retail store—and it is admirably 
equipped right now to take orders, have 
those orders shipped direct to the ex- 
hibit, and then send them to the cus- 
tomers or have them called for. This 
may not be the plan of operation, but 
arrangement certainly is adapted to 
such a plan. 

The icea, so far as we have been 
able to learn, is to use the exhibit to 
display the goods listed in the mail 
order catalog. The clerks or atten- 
dants are not to ask anybody to buy 
anything. They are merely to show 
and explain the merchandise and de- 
velop personal contacts. It is interest- 
ing to note also that only one of the 
employees who conduct the display is 
from the Montgomery Ward plant. 
The others are local people. The same 
plan is to be carried out in all the 
displays. 

Naturally these display stores cannot 
carry the mail order house’s full line, 
so it is p!anned to change the lines on 
display at regular intervals. The lines 
shown first in the Marysville display 
include hardware, kitchen utensils, 
stoves, paint and automobile acces- 
sories. It is reported that the auto- 
mobile accessories will be stocked in 
sufficient range and quantity to allow 
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Walter Burgess Now in Charge 
of Clarence, Okla., Store 


Walter Burgess has assumed 
charge of the Hill-Henley hard- 
ware store at Clarence, Okla., 
following the retirement of N. 
Henley. Mr. Henley has been 





connected with the firm as its 
manager for a number of years 
and will retain his stock in the 
company. Mr. Burgess has also 
been with the company for a 
number of years. 














deliveries from the exhibit. The rest 
of the merchandise is for display only. 

Evidently the entire plan is designed 
to do away with advantages held by 
the retail! store—advantages of per- 
sonal contact and of personal demon- 
strations of merchandise. 

According to the officials of the com- 
pany the plan is as yet only an ex- 
periment. It is, however, an experi- 
ment that should prove as interesting 
to the independent retailer as it is to 
the company. 


Rassman Buys 
Boyd Hay Tool Line 


Announcement has just been made 
by the F. Rassmann Manufacturing 
Co., Beaver Dam, Wis., manufacturers 
of the Simplex line of barn equipment, 
that it has purchased the hay tool line 
formerly manufactured by the J. M. 
Boyd Hay Too! Co., Fond du Lac, Wis. 
The purchasing company will now 
make the complete line of carriers, 
track, hangers and forks in addition 
to its present line of barn equipment. 


Carborundum Co. Announces 
Changes in Sales Personnel 


The Carborundum Company of 
Niagara Falls, N. Y., announces that 
George R. Rayner, vice-president in 
charge of sales will continue as head 
of that department. Announcement is 
also made of the appointment of Wil- 
liam MacGregor and S. F. Courter as 
Mr. Rayner’s assistants. Both Mr. 
MacGregor and Mr. Courter will carry 
the titles of general sales managers, 
each being in charge of a sales division, 
and will succeed in this work the late 
William Welsh Sanderson. 

Mr. MacGregor was formerly sales 
manager of the coated abrasive divi- 
sion of the Carborundum Company 
having been in charge of the sales pro- 
motion of Carborundum paper and 
cloth, Carborundum brand garnet 
paper and cloth, Carborundum brand 


waterproofing finishing papers and _— 


aloxite paper and cloth. 

Mr. Courter was formerly a district 
sales manager and was in charge of 
the office, warchouse and sales force 
in Philadelphia. He has been suc- 
ceeded in that office by W. J. Griffith. 
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Westchester County 
Dealers Hold 
Shore Dinner 


Attendance of Seventy-five Re- 
ported at Annual Shore Din- 
ner of Association Held 
at Chateau Lauier, 


City Island, N. Y. 


About seventy-five hardware dealers 
and salesmen attended the annual shore 
dinner of the Westchester County Hard- 
ware Dealer’s Association, held at the 
Chateau Laurier, City Island, N. Y.., 
Wednesday, Aug. 11. The committee 
in charge was F. W. Chillingworth, 
New Rochelle, E. K. Ortiz, Jr., Mama- 
roneck, and Henry Hoblin, Larchmont. 
Walter Baxter, Mamaroneck, is presi- 
dent of the organization; Fred Howard, 
Mt. Vernon, is vice-president; Clarence 
McCutcheon, Tarrytown, is secretary, 
and Samuel Riley, Tuckahoe, is treas- 
urer. 

With the aid of Mr. Chillingworth 
the Hardware Boosters had a corner 
table over which hung their official del- 
egation banner. There were about 15 
Boosters present. 

Dinner was served at 7 p. m., but 
many of the members and guests ar- 
rived early in the afternoon to enjoy 
a swim in the Long Island Sound. 

The Chateau Laurier orchestra en 
tertained during the dinner. 


Two Pittsburgh Officials Die 


Two western officials of the Pitts- 
burgh Plate Glass Co. have died very 
recently. Harold L. Brown, district 
manager of the company at St. Louis, 
died on Ju!y 28 following an operation 
while Weston G. Kimball, western man- 
ager at’ Chicago, died suddenly from 
heart trouble at his home in Evanston, 
Ill., while preparing to attend the 
funeral of Mr. Brown. 

Mr. Brown was the brother of 
Charles W. Brown, president of the 
Pittsburgh Plate Glass Co. and had 
been connected with the company since 
1903. He is survived by his widow and 
one son and two brothers Charles W. 
and Jacob I°. of Boston, Mass. 

Mr. Kimba!'l, who was 57 years of 
age, entered the glass business in Chi- 
cago with his father immediately after 
leaving schcol under the firm name of 
George S. Kimball and Co. In 1898 
the Kimball company was purchased 
by the Pittsburgh Plate Glass Co. and 
Mr. Kimball has been connected with 
the latter company since that time. 
Starting as assistant local manager in 


| Chicago, he became local manager in 


1901 and western manager in 1917, 
which position he held until his death. 
No appointment of a successor to 
either Mr. Brown or Mr. Kimball has 
been announc’d by the company as yet. 
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Manhattan-Bronx Ass’n 
Holds Family Picnic 


First Affair of Its Kind Held Sun- 
day, August 8, at Country 
Home of Charles Bruhns an 
Unqualified Success 


About sixty participated in the first 
family picnic of the Hardware and 
Supply Dealers’ Association of the 
Manhattan and Bronx Boroughs, Inc., 
held Sunday, Aug. 8, at Pleasantville, 
N. Y. The party assembled about nine 
in the morning at the country home of 
Charles A. Bruhns, 67 Edgewood 
Avenue, Pleasantville, N. Y. Mr. 
Bruhns is a past president of both the 
Manhattan and Bronx, and Metropoli- 
tan associations, and a past director 
of the New York State organization. 

President Edward J. Ferguson, vice- 
president Gus Erlich, secretary C. H. 


Tilson, and treasurer Jos. Ringler, 
were active in the serving of lunch 
and refreshments. G. Duncan Mac- 


Leod, chairman of the entertainment 
committee, handled the sporting events 
and was helped at odd times by the 
various officers. Arthur Shimel, treas- 
urer, Metropolitan association, was on 
the job, and so was past president Fred 
Hepp. 

The Hardware Boosters were rep- 
resented by secretary Roy C. Schmidt, 
Stanley Works; Otto Schomberg, Igoe 
Bros., and Charles J. Heale, HARDWARE 
AGE. 

Every man had his wife and family. 
It was one of those old-time Sunday 


family picnics where everyone met 
everyone else in a full day of good 
sport. Charlie Bruhns made a fine 
host. 


There was a busy tennis court at 
the side of the house, and a horseshoe- 
pitching contest in the back. For the 
ladies, a short foot race and an egg 
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Edward J. Ferguson, 

president The Man- 

hattan and Bronze As- 
sociation 


race were arranged. The men partici- 
pated in running races, three-legged 
races, fat man’s race, mumbley peg, 
wheelbarrow race and other events. 

The weather man favored the party, 
providing real sunshine and not too 
much heat. <A caterer prepared the 
lunch and refreshments, served by the 
handsome members of the association. 

The kiddies had their own races 
and contests, receiving sailboats and 
rubber dolls as prizes. 

At dark the hardware men and their 
families climbed into their cars to 
start homeward after a fine day’s out- 
ing. 


Bonney Forge & Tool Works 
Appoints V. V. Casey 


The Bonney Forge & Tool Works, 
Allentown, Pa., announces the appoint- 
ment of V. V. Casey as sales represen- 


tative in Pennsylvania, southern New | 
York, Maryland, District of Columbia | 
| burgh shops. 


and New Jersey. 
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| C. M. Stiener Co. to 


Make Hinges—Pivots 


New Concern Headed by Clarence 
M. Stiener and J. M. Flanagan 
Will Have Headquarters 
in Pittsburgh 


Clarence M. Stiener, for more than 
twenty years associated with the Stien- 
er & Voegtly Hardware Co., Pitts- 
burgh, of which his father, Kossuth L. 
Stiener, was one of the founders, and 
J. M. Flanagan, for twenty-two years 
active in engineering work with the 
Pennsylvania Railroad and the Amer- 
ican Steel Foundries in Chicago and 
Pittsburgh, have organized the C. M. 
Stiener Co., Inc., with offices at 604 
Chamber of Commerce Building, Pitts- 
burgh. The company is capitalized for 
$10,000 and has acquired from the 
Stiener & Voegtly Co. the patterns and 
dies for the manufacture of Giesey 
hinges and pivots, of which they will 
be sole manufacturers and distributors. 

The company will also handle the 
sale of the Durart door stop, of which 
more than 1000 have been installed in 
the buildings of the Bell Telephone Co. 
of Pennsylvania. The company ex- 
pects later to take on the sales repre- 
sentation for the Pittsburgh district of 
products that go along with its pres- 
ent lines. Mr. Stiener was  vice- 
president and treasurer of the Stiener 
& Voegtly Hardware Co. at the time 
of its dissolution on May 1 last. 

Mr. Flanagan was graduated from 
Purdue University as a mechanical en- 
gineer, and was with the Pennsylvania 
Railroad for ten years, then going with 
American Steel Foundries, with 
which he was identified for twelve 
years, serving in its Chicago and Pitts- 


A group of members and their families in attendance at the first annual picnic of The Manhattan and Bronx Aseocia- 


tion, held at the country home of Charlie Bruhns, Pleasantville, N. Y., on Sunday, August 8 
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~ Annual “Hardware Day” of Philadelphia 
Retailers Voted Complete Success 





Annual Outing Held at the Philadelphia Rifle Club July 28 Proves 
Big Drawing Card for Members—Program of Sports 
Makes Occasion One to Be Remembered 


HE Philly Retailers celebrated their annual big play day on 


Wednesday, July 28, at the Philadelphia Rifle Club. 


The fun 


started at one o’clock when Gus Esmonde’s Relentless Retailers 
staged a baseball game with the Donahoe-Nugent Swift Selling 


Salesmen. 


It was a rattling good game, too, with the salesmen 


copping by a meagre one-run lead. Chief of High Pressure, Billy 
Brown, then passed all hands a balloon and told the over two 
hundred contestants to blow ’em big—they did, and the popping 
of bursting balloons mingled with the sounds of bowling alleys, the 
rifle range, hammering of nails and the crack of well-thrown balls 
against wooden targets, until the combined racket assumed the 


proportions of a miniature battle. 


Everybody was busy and they 


stayed busy without one dull minute throughout the entire program. 


This was no one-man picnic. The 
entire executive committee of twenty- 
five members was put in charge, and 
each member supervised a_ special 
event and these events were run si- 
multaneously to keep all on the jump 
at the same time under the general 





manufacturers and wholesalers who 
had joined so heartily as part of Phila- 
delphia’s big hardware family in mak- 
ing it the best “Hardware Day” ever 
held by the Association. 

The committee had decided that in- 





The “Battle to Death” by members of the Philadelphia Retailers Associa- 
tion at the annual outing of that organization July 28 


direction of Jim Rose. 
Dodger was a_ sure-shot attraction 
from the time the first cigar was 
handed to a winner until long after 
the last award had been made by 
George Eckhardt and his hustling as- 
sistants. The o!d-time “hit the nigger 
on the head” is croquet compared with 
this game. The dinner was _ inter- 
spread with whirlwind periods between 
courses led by a chief ginger-mixing 
song and novelty leader who carried 
the diners along in stunts that created 
a remarkable concerted response. 
Following the dinner, President 
Harry D. Kaiser extended the greet- 
ings of the Retail Association to all 
who were present and thanked those 


| 





The Disston | terest would be more keen if the vari- 
ous prizes were awarded as the result 


of drawing the names of those present 
—the idea went big, and the first 
prize, a Biddle refrigerator, went to 
Mrs. B. Frank Antrim. There were 
saws, too's of various kinds, paints, 
kitchen utensils and other items of 
value that went to the fortunate win- 
ners—and all went well until Master 
Cal. Kaiser set up a howl because he 
lost a Winchester-Simmons' express 
wagon in which he had been enjoying 
the afternoon—however the ways and 
means committee got busy and at the 
conclusion of the day everybody voted 
the entire affair as the “finest of the 
fine” outing. 
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Frantz Mfg. Co. Holds 
Annual Sales Meeting 


The Frantz Manufacturing Com- 
pany, Sterling, IIl., makers of builders’ 
hardware, held their annual sales con- 
vention for four days the last week in 
July. Thirty-one salesmen of the com- 
pany were in attendance, among others 
being Harry Shick, the Ohio represen- 
tative, who was the first salesman em- 
ployed by the company 15 years ago. 

The men spent a large part of their 
time in the factory becoming thorough- 
ly familiar with the manufacturing 
processes. The meetings were in charge 
of the salesmen themselves, M. M. 
Callaghan of the Indianapolis office 
presiding. 

The company now has established 
branch offices and warehouses at New 
York, Chicago, Indianapolis, Los An- 
geles, San Francisco, Portland and 
Seattle. 


Government Concludes Case 
Against American Malleable 
- Castings Association 


The case of the Government against 
the American Malleable Castings As- 
sociation was concluded Aug. 6 at 
Cleveland, Ohio. Fines aggregating 
$217,500 were imposed on 97 defend- 
ants indicated under the Sherman Anti- 
trust Law. The indictments against 
the American Ma'leable Castings As- 
sociation and the others, charged that 
the defendants manufactured 75 per 
cent of the annual production of mal- 
leable castings in the United States, 
and had conspired since January, 1917, 
to assign and allot buyers of mal'eable 
iron castings among themselves, and to 
fix prices for malleable iron castings. 


M. Deckert to Establish 
Oceanside, N. Y., Store 


M. Deckert, 18 Varick Street, Rock- 
ville Center, L. I., is planning the 
establishment of a _ retail hardware 
store at Oceanside, N. Y., and is desir- 
ous of receiving catalogs and price lists 
from jobbers and manufacturers. 


Rawlplug Co. Takes on 
Simbi Electric Hammers 
—Models “*C”’ and **D”’ 


The Rawlplug Co., Inc., 66 West 
Broadway, New York, has acquired the 
sales rights in the United States for 
the models “C” and “D” Simbi electric 
hammers, an electrical tool requiring 
no cams or eccentrics, rotating parts or 
rectifier units. 

A special feature of the Simbi line 
of hammers is that it has but one wear- 
ing part, a core spring and only one 
moving part, the core itself. The 
spring is easily adjusted to take up 
wear and can be readily replaced when 
necessary. 
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Machine Screw Price Lists 


Compiled for Hardware Age by M. M. Godschalk 


EX PLANATION—List prices are in accordance with latest revision of 1923. Knowing your cost on these sizes 
and knowing the margin you wish to make on screws, you can readily determine a price for any desired quantity. 
For example: On *% inch diameter iron machine screws, % inch in length, let us assume that you wish to sell at 
334 off list. You would find the % inch column and run along it until you were under the 33% off list discount, 
which in this case would be 160—your selling price. Should you on the same number have a quantity order, you 
could quote 40 or 50 off list by the same method. In this case the quotations would be 144 and 120 respectively. 


List prices are per gross. 


IRON MACHINE SCREWS BRASS MACHINE SCREWS 



































(Flat—Round or Filister Head) (Flat—Round or Filister Head) 
(3% inch diameter ) No. 2 Diameter 
DISCOUNTS | DISCOUNTS 
Length | List : Length | Lust = SOF [as as 
fy 10 | 2 | 2 | 3345 | 40 HM) 60 | | 5 10 | 25 |33%/ 40 | 50 | 60 | 
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. ; : Ve 32 31 29; 26| 24; 22; 19] 16] 13) 
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——}_- |——_—|——_|-__—__|— ---— % | 46/ 44] 42/ 37] S|] 31] 28) 2) 18, 
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214 530 | 504 177 | 424 398 354 | 318 | 265 212 | Number 3 machine screws are the same price as above. 
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3 740 | 703 | 666 592 | Sod | 494 | 444] 370 206 
BRASS MACHINE SCREWS BRASS MACHINE SCREWS 
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Copyrighted 1926 by Hardware Age 


The complete series of machine screw charts, bolts, charts and poultry netting charts will soon be available 
in compact form suitable for use in your hardware department. Watch for further announcement. 


This is the third installment of a complete series of machine screw prices to be published weekly. 
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Southern Hardware Jobbers Accused of Price 
Fixing by Department of Commerce 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 

HE suit filed by the Department of Justice in the United 

States District Court at Richmond, Va., on Aug. 9 against the 
Southern Hardware Jobbers’ Association and many of the leading 
hardware concerns throughout fourteen States of the South charg- 
ing violations of the anti-trust laws by alleged price fixing came as 
a source of surprise to the public generally and perhaps even more 
so to the trade at large. It was not even known generally that the 
association and the hardware people were being investigated. It is 
claimed that the defendants, including the association named, 132 
corporations, seven firms and thirty-one individuals, engaged in a 
price fixing combination in hardware, agricultural implements and 
supplies. The proceedings certainly will be watched with great in- 
terest not alone to learn the details but because of the wholesale 
character of the suit, one of the largest anti-trust cases ever filed 
so far as number of defendants is concerned and decidedly important 
also by reason of the comprehensive character of the trade of the 
South involved. The corporations and firms made defendants are 
“jobbers,” engaged in the wholesale hardware business and all of 
them are members of the Southern Hardware Jobbers’ Association. 
The individual defendants are either officials of the association or 
connected with the defendant firms. The headquarters of the asso- 
ciation is at Richmond. The question no doubt will rise in the 
minds of the industry as to rights involved in trade association activ- 
ities, even though the code set up in the Maple Flooring and Cement 
decisions of the United States Supreme Court were held generally 
to have been unusually clear-cut. 





The department stated .that the 
hardware interests involved are en- 
gaged in a combination and conspiracy 
in restraint of interstate trade and 


policies of the defendant association, 
viz: (a) To suggest resale prices for 
their products, and (b) to refrain from 


rs : : selling to wholesale dealers (jobbers) 
commerce in hardware which includes who in their sales to the retail deal- 
“agricultural implements and supplies, ers fail to sell at the resale prices 


firearms, firearm ammunition, various suggested by the manufacturers, (c) 
kinds of steel goods, axes, tools, chains, to sell only to established wholesale 
nails, wire, picks, mattocks, blacksmith | dealers (jobbers), as defined by the 


sunaiion, shovels. spades, automobile defendant association, (d) to ship toa 
an tela lg = cng Bo “nes wholesale dealer (jobber) only to the 
P ’ ’ » Pp ’ place of business of the respective 


screens, builders’ hardware, and kin- 
dred articles, particularly to increase 
prices and to bring about uniform 
prices among themselves in their sales 
to the retail dealers or other cus- 
tomers.” 

The petition charges that “the para- 
mount object of the defendant jobbers 
is to bring about uniform prices among 
themselves and among all jobbers sell- 
ing hardware in the southern section 
of the United States in their sales of 
hardware to the retail dealers, and to 
eliminate all competition among such 
jobbers as to prices, and that “in fur- 
therance of such object the defendant 
jobbers, acting concertedly through the 
defendant association, have— 

‘“I1—For several years endeavored, 
and are now endeavoring, to compel 
all manufacturers selling hardware in 
the southern territory to conduct 
théir business along lines approved by 
the defendant association, and have 
succeeded in coercing many of such 
manufacturers into conforming to the 





wholesale dealer. 

‘“‘2—_Agreed among themselves to sell 
to the retail dealers at the resale price 
suggested by the manufacturers.” 

The petition charges that “the out- 
standing result of said unlawful com- 
bination and conspiracy is that much 
of the competition among the defend- 
ant jobbers holding membership in the 
defendant association and other job- 
bers as to prices in the sale of hard- 
ware to the retail dealers has been 
eliminated,’’ that “these defendant 
jobbers have, to a large extent, 
brought about uniform prices among 
themselves in their sales of hardware, 
have caused prices in many instances 
to be increased, and have largely de- 
prived the retail dealers and the gen- 
eral public of the competitive prices 
to which they are entitled and which 
the anti-trust laws contemplate they 
shall have.’’ The petition prays that 
the defendants be perpetually enjoined 
from “continuing such combination 
and conspiracy and from further em- 
ploying any or all of the means of 
carrying out such combination.”’ 


Gain in Chain Stores 


The marked gains recorded in the 
sales of chain stores during recent years 
are due in considerable part to the in- 
crease in the number of stores operated 
by the various chains, according to the 
Commerce Yearbook for 1925, just is- 
sued by the Department of Commerce. 
The statement is made that it is impos- 
sible from figures available to draw con- 
clusions as to the general trend of re- 
tail trade. The rapid expansion of re- 
tail merchandising through chain 
stores, it is pointed out, is seen from the 
fact that the number of stores operated 
by the 27 grocery stores covered by the 
reports increased from 16,827 at the end 
of 1923 to 24,194 at the end of 1925. 
During the same interval the number 
of 5-and-10c. stores operated by the 
chains reporting increased 14 per cent; 
the number operated by drug chains 17 
per cent; by the cigar chains 20 per 
cent; and by the shoe chains 43 per 
cent. Increases in mail-order sales in 
1925 over the corresponding period of 
the previous year appear during every 
month, it is stated. In view of the 
great fall in prices following 1920, it is 
explained, it is evident that quantita- 
tively the sales of mail-order houses 
are increasing year by year at a rapid 
rate. Sales in 1925 of two important 
mail-order houses for which comparable 
pre-war data are available showed an 
increase of 227 per cent over 1913, the 
wholesale price index in the meanwhile 
having advanced 59 per cent. Sales 
of typical department stores in 1925 
averaged about 5 per cent more, in 
value, than in 1924. The increase was 
about the same as that in the general 
wholesale price index, and somewhat 
greater than that in the cost of living 
index representing retail prices. 





June production of galvanized sheet 
metal ware, as reported by 12 concerns 
comprising a large proportion of the 
industry, was 142,142 dozens, valued 
at $516,776, as compared with 153,497 
dozens, valued at $573,116 in May, ac- 
cording to the Department of Com- 
merce. 





The total value of automotive parts 
and accessories, exclusive of engines 
and tires, exported from the United 
States during the first six months of 
this year was $50,300,383 or 27.6 per 
cent of the total automotive exports 
during that period amounting to $182,- 
066,573, according to the Automotive 
Division, Department of Commerce. 
During the first half of 1925, auto- 
motive parts to the value of $43,128,817 
were exported, being slightly less than 
25 per cent of the combined automotive 
exports amounting to $166,457,821. 
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General Market News 














Seasonal and Staple Hardware 


Sales Are Well Maintained 


HE generally satisfactory conditions prevailing in both indus- 
try and trade are reflected in hardware sales throughout the 
country, according to reports from the various wholesale mar- 


ket centers. 


During the past week sales in both seasonal and staple 


lines have been well maintained, with no marked departure from pre- 


vailing price levels. 


Hardware sales during the balance of 1926, it is believed, will fill 


the expectations of wholesalers and retailers generally. 


In support 


of this belief it is pointed out that crop conditions, as a whole, are 
more favorable than last year, and in many sections yields are sub- 


stantially greater than expected. 


Business generally during the month of July is more active 


than a year ago. 


Building contracts are generally larger than for 


the same period of last year, while carloadings are maintaining the 


high peak attained during the past few weeks. 
Collections, always indicative of general business conditions, are 


reported as satisfactory. 





Basic Materials Markets 


Price tendencies in finished products, | 


being in part the reflection of condi- 
tions in the various raw material mar- 
kets, we present a few opinions 


obtained from reliable sources on the | 
| Crops are being harvested, and the 


following basic products: 


Shellac.—Buying has been restricted | 


to current requirements during the past 
week. 
39 cents, but other grades vary a cent | 
in this market. Stocks are not heavy. 


Tin.—Very active at the present time, | 
with slight declines reported at press | 
It is also reported that the bulk | | 


time. 
of tonnage on tin is being bought by | 
speculators and dealers, with 
sumer buying only a small part of | 
current business. 


Lead.—Prices are firm, with trading | 


fairly quiet. 


Zine.—Steadier prices and light or- 
ders are reported for the domestic mar- 
kets on zinc. Some foreign markets have 
declined, but it is said these declines 
may be of short duration. 


Copper.—Demand fairly quiet; price 
of $14.50 was holding at press time, 
with rumors of possible declines. 
Opinion on the possibility of a decline 
is divided, however. 


Turps.—Prices are steady, with trad- 
ing fair. 

Rosin.—This market shows an up- 
ward trend, with daily prices very firm. 
The domestic demand is reported as 
improving. The same is true of rosin 
oils. 

Linseed Oil.—Quiet demand _ con- 
tinues, with prices holding firmly. The 
flaxseed market shows some advances. 


Bone dry has been firmer at | 


con- | 











Improvement Noted in 


Northwest 


While trade has been rather quiet 
for the past few weeks, there are signs 
of improvement, as fall approaches. 


yield is not up to the early expectations 
in many districts. 

Building of homes seems to be in- 
_ereasing around the larger cities in 
the suburbs. Commercial building is 
showing some fair volume. 

Hardware stocks are. being held 
down to low assortments, with more 
frequent purchases. Demand is nor- 
mal for the mid-summer season. Col- 
lections are still slow in the larger 


| cities. 





Satisfactory Employment 
Basis 


The United States as a whole is on 
a fairly satisfactory employment basis, 
according to the Department of Labor 
in an analysis of the industrial survey 
it conducted for the month of July. 
It found that a slight decrease in 
operations and employment occurred in 
several of the major industries during 
the month, mainly as a result of the 
usual midsummer slackening, which is 
more evident in July because of that 
month being generally accepted as one 
for plant alteration and repair work 
and inventory taking, which necessarily 
calls for the releasing of many workers 
for a short time. Also this is a vaca- 
tion period, when large numbers of 
men and women are away from their 
various tasks. 





Chicago Butt Prices 
Again Drop 


For the third time in as many 
weeks the prices of butts, strap and T- 
hinges took a drastic drop and are now 
considered to be at the extreme low 
price level. Other prices are for the 
most part firm with the exception of a 
slight drop in spark plugs and tire 
chains. Manufacturers’ prices on sash 
pulleys are off about 7% per cent and 
jobbers’ prices are expected to follow. 

On the other hand a sharp advance 
on agricultural tool handles is pre- 
dicted and there is a marked strength- 
ening on some of the other staple items. 





July Business Greater Than 
Last Year’s 


Business during the last week of 
July, as seen from check payments, 
was more active than a year ago, with 
the total for July also showing an in- 
crease over the same month of last 
year. Building contracts awarded dur- 
ing the last week of the month were 
larger than in either the preceding 
week or the same week of last year, 
while for the month as a whole larger 
awards are indicated than during the 
same period of 1925. Carloadings dur- 
ing the third week of the month were 
larger than in either the previous week 
or a year ago, while the output of crude 
petroleum during the last week con- 
tinued to show increases over the pre- 
vious weeks, the daily average output 
registering an increase over a year ago 
for the first time this year. The pro- 
duction of bituminous coal during the 
third week was larger than in either 
the previous week or the corresponding 
week of 1925, while the production of 
beehive coke, aithough larger than a 
year ago, was smaller than in the pre- 
ceding week. The production of lum- 
ber during the third week was smaller 
than during either the previous week 
or the same week of last year. 





Iron, Steel Exports to Far 
East Growing 


United States exports of iron and 
steel products to the Far East for 
the January-June period of 1926 re- 
corded gains over the corresponding 
period in 1925 to all countries except 
China, and even there the loss was 
small, according to the Iron and Steel 
Division, Department of Commerce. 
Total exports to the Far East for the 
first six months this year amounted to 
233,399 gross tons, as compared with 
133,531 tons for last year, a gain in 
tonnage of 99,868. 

The first half of 1925, however, did 
not reach the normal period, as ship- 
ments to Japan were less than half of 
those in either 1923, 1924 or 1926, due 
— to the fact that exchange was 
ow. 
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Fall Trade Will Follow Weather 
Say New York Hardware Jobbers 


Some Prices Firmer—Collections Fair 


Se neler business has been very good in the New York wholesale 


hardware market. 


At present time current demand was reported 


running light, but jobbers feel that the aggregate of summer vol- 
ume is good, in view of the adverse spring weather and the lateness of 


summer temperature. 


Fall trade will be governed largely by weather conditions. 


With nor- 


mal fall weather seasonal hardware should be fairly active in the opin- 


ion of local distributors. 


Butts prices are still considered low, but reports indicate that quota- 


tions are more uniform in this section. 


The recent advances on wire 


nails and sash cord are being adhered to as far as we can learn. 
Out-of-town dealers are doing more business than city or suburban 
stores with the last group slightly better than city stores. 


Collections are about the same. 


Rosin Market Shows Ad- 
vances; Turps Prices 


Hold Steady 


The rosin market continues to show 
an upward trend. Rosin oils are also 
much firmer. Prices on turps have 
been very steady in this market with 
dealers quoting $1 per gallon ex dock 
and $1.03 delivered in small lots. The 
demand for these naval stores is re- 
ported as being fair. 

Rosin in the various grades is 
quoted as follows: B, $15.25; D, $15.50; 
E, $16; F, $16.50; G, $16.50; H, $16.60; 
I, $16.60; K, $16.60; M; $16.60; N, 
$16.65; WG, $16.95 and WW, $17. 
Rosin oil, first run, 80 cents; second 
run, 85 cents and third run, 90 cents. 

Tar, kiln, $15.50; tar, retort, $15.50 
and pitch, $8.50 to $10. 





Wire Nails Now $3.45 
Throughout New York 


The new price of $3.45 on wire nails 
appears to be general among New York 
wholesale distributors. This price be- 
came effective about 10 days ago, after 
two or three weeks with rumors that 
the price would advance 10 cents. 





Garden Hose Stocks Light; 
Retail Sales Are Good 


Wholesale stocks on rubber garden 
hose are reported as being very light. 
The consumer demand has kept up 
better than usual, due probably to the 
lateness of the spring and the natural 
lateness of the demand for this class 


of merchandise. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Rubber ‘garden hose, Milo, in 25-ft. 
lengths, 12%c. per ft., in  50-ft. 
lengths, 12c. per ft. Good Luck, in 
25-ft. lengths, 11%4c., in 50-ft. lengths, 
10%c. per ft. Bull Dog, in 25-ft. 
-lengths, 14%c. per ft., in 650-ft. 
lengths, 14c. per ft. Molded, high 
grade, in 25-ft. lengths, 10c. per ft., 


in 50-ft. lengths, 10c. per ft. Dia- 
mond, llc. per ft. 
Nozzles, Standard, heavy, $6 per 




















( oinpetitive 


dozen, less 5 per cenit. 
grade, 14% c. each, less 5 per cent in 
dozen lots. 

oe molded, in 25-ft. lengths, 
12% per ft., in 50-ft. eg 11% ¢c. 
miobay Zulu, smooth, in 25-ft. lengths, 
12%4c. per ft., in 50-ft. lengths, 114c. 
per ft. 





Sash Cord Prices Higher; 
Demand Fairly Active 


New York hardware jobbers an- 
nounce a small advance on sash cord, 
as has been predicted in this report 
for two or three weeks. New prices 
are given here. It is said that there 
may be further advances due to rising 
costs. The demand at present is fairly 
active. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Sash Cord. —Samson Spot, No. 8 to 
No. 12, 65%c. to 66c. per Ilb.; Phoenix 
same numbers, 36c. per lb.; Sachem, 
same numbers, 3lc. per Ib., and 
Aetna, No. 8, 26%c. to 27e. per Ib. 
No. 7 is le. per Ib. higher, and No. 


6 is 3c. per lb. higher. 


Snow Shovels Now Quoted 
at $4.00 and $3.75 


Snow shovel prices have declined in 
York wholesale hardware 
Small quantity orders for 
long handled steel shovels take the $4 
price, and lots of 6 dozen or more are 
quoted the $3.75 price. Ames snow 
shovels are quoted at $9.90 per doz. 








Bolt Demand Consistent; 


Prices Are Uniform 


The demand for bolts in the Metro- 
politan market has been consistent. 
Prices are uniform in this section, and 
stocks are considered normal. 


JOBBERS’ a ptr age. TO RE. 
TAILERS, F.O.B. = YORK: 

Machine bolts, % by 4 and smaller, 
40 and 10 per cent off tine Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carriage bolts, % by 6 
and smaller, 40 off list; larger and 
longer, 40 off list. 

Stove bolts, 80 and 10 off list. 

Lag screws, 50 and 7% off list. 
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Butt Prices Steadier in 


New York Market 


New York prices on butts are as fol- 
lows; 17% cents; in case lots 16 cents 
and in lots of 5 cases or more 15% 
cents. In last week’s issue the 15% 
cent price was intended for case lots, 
but due to a typographical error this 
price was listed as holding for dozen 
pair lots. This low price is effective 
at press time only for orders of 5 
cases or more, suggesting that butt 
prices are steadier in this market. The 
low prices of the past two weeks have 
ees a very heavy sale on this 
ine. 


Linseed Oil Prices Steady; 
Demand Reported Quiet 


Flaxseed markets are advancing. 
Linseed oil prices are very steady and 
may be higher if the seed market con- 
tinues to rise. Current demands are not 
heavy. Card prices of Aug. 9 were in 
lots of less than 5 bbls., 12.8 cents per 
lb.; in lots of 5 bbls. or more, 12.4 cents 
per |lb.; with Calcutta linseed oil, in 
bbl. lots, 15.7 cents per Ib. 

August-September shipment prices 
in carlots is 12.0 cents per lb.; linseed 
cake is $39 per ton and linseed meal 
is $45 to $46 per ton. 





Screw Market Is Normal; 
Prices Are Unchanged 


Normal conditions exist in the New 
York screw market. Prices are un- 
changed. The demand is good, and 
stocks are adequate. 


JOBBERS’ 9 ae Lhe TO RE- 
TAILERS, F.O.B. NEW YORK: 

Discounts on weet screws: Iron 
Bright, Flat Head, 77% per cent; 
Iron Bright, Round and Oval Head, 
75 per cent; Iron Blued, Round Head, 
75 per cent; Brass, Flat Head, 75 per 
cent; Brass, Round and Oval Head, 


72% per cent. 
These discounts 

list of June 24, 1922. 
EXTRAS—20-10-10-5 per cent. 


apply to revised 





Shovels $13.20 Per Doz. in 


Metropolitan Market 


So called competitive grade shovels 
are now quoted at $13.20 per dozen in 
the New York wholesale hardware 
market. 
ro 


First Quality Prepared Paint 
Now Quoted $3.05 Per Gall. 


During the month of July a price of 
$3.05 per gallon on first quality pre- 
pared paint was announced by several 
leading companies. It is reported that 
practically all paint manufacturers 
have taken similar action since Aug. 1. 
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Business Gaining in Northwest 
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Territory—Collections Reported Slow 


(Minneapolis office of HARDWARE AGE) 


ARVESTING is well advanced and threshing has begun in 


the Northwest tributary to the Twin Cities. 


Small grains 


are turning out fair, but in many districts are disappointing 


in the yield. 


Corn is making wonderful gains, and the recent gen- 


eral rains and warm weather are bringing it forward rapidly. 
Business in general shows a gain over the amount in early July. 
Building is increasing, according to the permits issued in the larger 


cities. 
fair amount in the country. 


Suburban building is progressing rapidly also and there is a 


Collections are still very slow in the city but are showing some 
signs of improvement in the rural districts, although it is still too 
early to expect returns in this respect from the crops. 

Prices are steady, with very little tendency to change. 


AXES.—Sales are normal, with stocks , 


well assorted. Prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 


double bit base weight axes at $21.50 
per dozen net. 


BOLTS.—Demand is fair, with stocks 
well filled. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities Carriage bolts at 
47% per cent; machine bolts at 50-5 


bolts 
at 


at 75 per cent 
25> per cent from 


stove 
ScCTews 


cent: 
lag 


eT 
and 


lists. 





FIELD FENCE.—Demand is still light 


in a retail way. Stocks are ample for 


the call, with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga. top 
and bottom 12% ga. intermediate type 
of fence at $30.04 per 100 rods, with 
other sizes and weights in proportion. 


_FILES.—Sales show a steady market, 


with stocks well filled. 


Prices have not 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 


BRADS.—Call for brads is steady and | 


fair, showing some signs of being bet- 
ter. Stocks are well filled, with prices 
steady. 

We 


quote from jobbers’ stocks, 
f.o.b 


Twin Cities: Wire brads in 25- 
Ib. boxes at per cent from list. 
BUILDERS’ HARDWARE.—Call for 
finishing hardware is steady, and shows 
some indication of improvement. Stocks 
are well assorted, though not heavy. 
Prices are firm. Small home building 
holds the greatest amount of interest. 
CARPET SWEEPERS.—Call is fair, 
with stocks well filled. Prices have not 

changed. 
We quote from 
f.o.b. Twin Cities: 
Carpet Sweepers, American Queen, 
$54 per dozen; Elite, $60 per dozen; 


jobbers’ stocks, 


Grand Rapids, nickeled, 15 in., $48 
per doz.: same jap., 17 in., $60 per 
doz. : Parlor (Jueen, $56 per dozen: 
Princess, $50 per dozen; Universal 


nickeled, $46 per dozen, and jap., $42 
per dozen. 

Toy Sweepers, Littl Gem (3 and 6 
doz. cartons), $3.75 per doz.: Little 
Jewel, 1 doz. cartons, $10, and Junior 
1 dozen cartons, $16 per dozen. Little 
Helper, $2 per dozen. 


CHURNS.—Demand is steady and nor- 
mal. Stocks are kept in good condition, 
with no changes in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 
at 35 per cent from list. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Sales show a steady 
demand, with volume fair. Stocks are 
well filled and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint, single 
bead, 28 ga. eaves trough at $5.50 per 


100 ft.; 28 ga. 3 in. conductor pipe at 
$5.40 per 100 ft. and 
per dozen 


28 ga. 3 in. el- 


bows at net. 


$1.73 


GALVANIZED WARE. — Demand 


at 50 per cent and second grade files 
at 60 per cent from lists. 


is 


good in many of the lines, with stocks 








still in good condition. Prices show 


no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.50; No. 2, $8.25: 
No. 3, $9.45: heavy tubs; No. 1, $12.60: 
No. 2, $13.80; No. 3, $15; Standard 10 


qt. pails, $2.70; 12 qt., $3.05; 15 qt., 
$3.40: stock pails, 16 qt., $5, and 18 
qt., $5.50 per dozen net. 


GLASS AND PUTTY.—Call in the re- 
tail trade is still slow, but fair in the 


‘A, > 
shops. Stocks are well filled, with 
prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices, sin- 
gle strength glass, 83 per cent; double 
strength, 85 per cent, and strictly 
pure putty in 50-lb. drums at $4.85 
cwt., net. 


HAMMERS AND HATCHETS.—Small 
tools are meeting with a very good de- 
mand. Stocks are in good condition, 
with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mavydole, No. 
nail hammers, $12.60; Plumb No. 
81, $12: Riverside, No. 611%, 
Plumb Broad, No. 2 hatchet, $16.40: 
No. 2 shingling, $12.50; No. 2 claw, 
$13.75 per dozen net. 

HOSE.—Sales show a lessening demand 
for lawn hose. Frequent rains in the 
past two weeks have reduced the need 
of hose. Stocks are still fair, though 


being graded down for the end of the 


season. Prices show no changes. 
We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Competition, % 


in., 3 ply, $8.25; Leader, % in., 5 ply, 
$9.50; 34 in., 5 ply, $10.75; Good Luck, 
5% in., 6 ply, $10.75; Bull Dog, % in., 


i ply, $14; Riverside, molded, 4 in., 








black, $14; % in., $12.50; red, % in., 
$14.50; % in., $14 per 100 ft. net. 


ICE CREAM FREEZERS.—Sales are 
very good, with stocks in good condi- 
tion. Prices show no changes. 


We quote from jobbers’ 
f.o.b. Twin Cities: 

Alaska Freezers.—1 qt., $2.95 each; 
2 qt., $3.45 each; 3 qt., $4.10 each; 4 
qt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each; 12 qt., 
$14 each; 15 qt., $17 each, and 20 qt., 
$21.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1 at., 
$3.35 each; 2 qt., $3.90 each; 3 qt., 
$4.65 each; 4 qt., $5.70 each; 6 qt., 
$7.25 each; 8 qt., $9.35 each; 10 qt., 
$12.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 qt., 


stocks, 


$5.65 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each; 6 qt., $10.45 each; 8 qt., 
$13.50 each, and 10 qt., $18 each. 


These are list prices and are subject 
to a dealers’ discount of 50 per cent. 

Auto-Vacuum Freezers. — No. 1 
$3.33 net; No. 2, $4 net; No. 3, $5.33 
net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
33% per cent off list. 

Acme Freezers.—Bright, galvanized, 
tapered, 2 qt., $8 per dozen; same 
size, enameled-galvanized, $10 per 
dozen; 4-qt. size, enameled-galvan- 
ized, $18 per dozen, and 1 qt. size, 
Junior, enameled, $4.80 per dozen. 
These are net prices to dealers. 

Arctic Freezers.—1 qt., $4: 2 
$4.60; 3 qt., $5.55; 4 qt., $ 
$8.60; 8 qt., $11.10; 
qt., $16.65; 15 qt., These are 
list prices. Jobbers quote dealers’ dis- 
count of 50 per cent off this list. 


LANTERNS.—Call is still slow, with 
stocks low. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
globe tubular lanterns, $13 per doz. 
net. 

LAWN MOWERS.—Demand shows a 
falling off as the season advances. 


Sales are still fair, but need more urg- 
ing than earlier in the year. Stocks are 
being reduced for the year. Dealers 
are in some instances placing their 
orders for next spring. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia styles 
A and C mowers at 35-5 per cent; 
stvle E, 40-5 per cent; style K, 35 
per cent, and Riverside ball bearing, 
$8.75 each, net. 


MILK CANS.—Demand is steady and 
good. Stocks are well filled, with prices 


steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gallon 


milk cans at $2.65 each; 8 gal. at $3.15 
each, and 10 gal. at $3.25 each, net. 


NAILS.—Stocks are ample for the call, 
with demand showing a fair business, 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, and cement coated wire nails 


in 100-lb. kegs, at $3.25 per keg, base. 
PAINTS AND WHITE LEAD.—Trade 
is steady, with stocks well filled. The 
summer lull in painting will not be 
over until after the first frosts. It is 
believed that this fall will show a good 
volume of paint business. 
We 
f.o.b. 


jobbers’ stocks, 


quote from 
First grade house 


Twin Cities: 






























August 19, 1926 


paint at $2.80 per gallon, in 1 gallon 
cans, and white lead in 100 Ib. con- 
tainers at $13.84 cwt., net. 


PUMPS.—Sales are steady and good. 
Stocks are kept well filled. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 


6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495, underground discharge 
windmill force, adjustable stroke, 
$14.35; No. 415, $14.65; No. 403, hand 
lift, 6-in. stroke, $4.25; No. 182 hand 
lift, 6-in. stroke, 6-ft. set length, 
$5.25 each, net. 
PYREX OVENWARE.— Demand is 
steady, though not heavy. Fall trade 
will show a heavy increase in this line. 
Stocks are ample for the call, with 
prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 633 casseroles, $1.17; No. 
209 pie plates, 50c.; No. 210 pie plates, 
7c.; No. 212 bread pans, 60c.; No. 
231 utility pans, 67c.; No. 12 tea pots, 
$1.67; No. 24 tea pots, $2, and No. 36 
tea pots, $2.33 each, net. 


REGISTERS.—Call is fair, and shows 
some signs of increase. Stocks are well 
filled, with prices firm. 

We quote from jobbers’ 
f.o.b. Twin Cities: Wrought 
registers at 40 per cent from 

ROPE.—Sales are fair, with prices 
firm. There is no special high spot in 
the demand. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 24%c. Ib., base, and _ best 
grade sisal rope at 18c. per Ib., base. 


SANDPAPER.—Call is good, with signs 
of improvement. Stocks are well filled, 
and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $6.65 per ream; second 
grade No. 1, $6 per ream, and garnet, 
No. 1, $16.50 per ream. 


SASH CORD AND WEIGHTS.—While 
demand has been quiet for the past few 
weeks, there are signs of improvement 
in the next few weeks. Stocks are well 
filled, and prices are unchanged. 


stocks, 
Steel 
lists. 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord at 73c. Ib. and second grade at 
3714c. lb.; cast iron sash weights at 
$2.10 ecwt., net. 


SCREEN DOORS AND WINDOWS.— 
Call is still very good, in the retail 
stores. Stocks are being watched to 
grade them down for the end of the 
season. Prices are unchanged. 


We quote from 
f.o.b. Twin Cities: Common 
doors, 2-8 x 6-8, $1.63 each; fancy, 
2-S x 6-8, $2.44 each; Sherwood ad- 
justable window screens, 24 in., $6.40 


stocks, 
screen 


jobbers’ 


and Wabash extension, 24 in., $5.20 
per doz, net. 
SCREWS.—Sales show a steady de- 


mand, with prospects of an increase in 
the next few weeks, as building im- 
proves. Stocks are well filled, and 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 80-20 per cent; flat 
head, japanned, 72%-10 per cent; 
round head, blued, 77%-10 per cent 
flat head, brass, 77%-16 per cent 
round head brass, 75-10 per cent from 
lists. 


SNATHS.—tThere is a steady demand 
for snaths and scythes. Road clearing 
and general uses crate a good market. 


Stocks are well filled, with prices 
steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Seythe snaths No. 
50 at $13.20 and bush snaths at $16 
per dozen, net 
SOLDER.—Demand is good, with ample 
stocks from which to draw. Prices 
show a slight change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 43c. lb., and strict- 
ly half and half solder at 42c. Ib., 
net. 

STEEL SHEETS.—Demand is steady 
and volume good. Stocks are well 
filled, with prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $5.60 cwt., base (28 ga.) and 
black steel sheets at $4.35 cwt., base. 

TIN.—Call is good, with stocks in good 
condition. Prices show no changes. 








AT 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, ICL, 


20 x 28 tin at $14.50, and IC, 20 x 28, 

8 Ib. coating roofing tin at $15.25 per 

box. 
TORCHES.—Sales are normal, with 
stocks well filled. Prices have not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Turner Master 
Line, No. 43, qt., $5.76; No. 45, qt., 
6.53; No. 47, qt., $7.08; No. 48, qt., 
7.48; No. 49, qt., $8.54; No. 52, at., 
(flat) $6.96 each. Turner Standard 
Line, No. 8, qt., $5.33; No. 14, qt., 
$5.76; No. 22, qt., $6.53; No. 30, qt., 
$6.91; No. 38, qt., $5.76; No. 39, at., 
$6.05; No. 92, qt., $6.79; No. 93, qt., 
$7.42; No. 105 qt., $4.88; No. 205, qt., 
$5.25 each Turner firepots, No. 53, 
$7.20; No. 63, $7.97: No. 66, $10.18: 
No. 76, $7.13; No. 34, $8.67 each, net. 


WHEELBARROWS.—Sales are steady, 
both in the domestic and trade fields. 
Contractor demand has been rather 
light, but will improve. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel tray, fully 
bolted wheelbarrow, $37 doz.: No. 2 


tubular, $7.33 each, and No. 1 garden 
barrows, $6.25 each, net. 


WIRE CLOTH.—Call is steady, with 
stocks being graded down for the close 
of the’season. Prices have not changed. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Black painted wire 
cloth, 12 x 12 mesh, $1.90 per 100 Sq. 
ft., base; alumina, 12 x 12 mesh, $2.35 
per 100 sq. ft., base; galvanized, 14 x 
14 mesh, $2.70 per 190 sq. ft., base, 
and 16 x 16 mesh, $3.10 per 100 sq. 
ft. base. 


WIRE.—Fence wire is selling, though 
slowly in a retail way, the farmers 
being busy with the harvest. Wire for 
other purposes is moving well. Stocks 
are well filled, and prices show no 
changes. 


We quote from 


jobbers’ stocks, 
f.o.b. Twin Cities: . 


Painted cattle wire 
at $3.01 per 80-rod spool; painted hog 
wire at $3.22 per 80-rod spool: galva- 
nized cattle wire at $3.21 per 80-rod 
spool; galvanized hog wire at $3.43 
per 80-rod spool; smooth black wire 
No. 9, 3.25 ecwt.;: and galvanized 
smooth wire No. 9, $3.70 cwt. 





Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 19, 20, 21, 22, 1926. 
Headquarters, Hotel Ambassador. 
Charles F. Rockwell, secretary, 342 
Madison Avenue, New York City. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 
Market ‘Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 15, 16, 
17, 1927. Leon D. Nish, secretary- 
treasurer, Elgin, Il. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1927. Charles 
H. Casey, manager-treasurer, Nicollet 
Avenue and 24th Street, Minneapolis. 

. NATIONAL HARDWARE ASSOCIATION 
CONVENTION, Atlantic City, N. J., Oct. 
19, 20, 21, 22, 1926. Headquarters, Ho- 
tel Ambassador. T. James Fernley, 
secretary-treasurer, 505 Arch Street, 
Philadelphia, Pa. 

NATIONAL RETAIL HARDWARE ASSO- 





CIATION CONGRESS, Mackinac Island, 
Mich., June, 1927, H. P. Sheets, sec- 
retary-treasurer, 130 E. Washington 
St., Indianapolis, Ind. 

NEBRASKA RETAIL HARDWARE CON- 
VENTION AND EXPOSITION, Lincoln, Feb. 
1, 2, 3, 4, 1927. Headquarters, Corn- 
husker Hotel. George H. Dietz, secre- 
tary-treasurer, 414-419 Little Building, 
Lincoln. 

NEw YORK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION AND 
EXHIBITION, Albany, Feb. 8, 9, 10, 11, 
1927. John B. Foley, secretary, City 
Bank Building, Syracuse. 

NorRTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHI- 
BITION, Grand Forks, Feb. 8, 9, 10, 
1927. C. N. Barnes, secretary, Grand 
Forks. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 15, 16, 17, 18, 1927. James B. 
Carson, secretary, 411 Mutual Home 
Bldg. Dayton. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ma- 
sonic Temple, Oklahoma City, Jan. 25, 
26, 27, 1927. Charles L. Unger, secre- 
tary-treasurer, 207-208 Bloomfield 
Bldg., Oklahoma City. 





PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Commer- 
cial Museum, Philadelphia, Feb. 14, 15, 
16, 17, 18, 1927. Sharon E. Jones, sec- 
retary, 604 Wesley Bldg., Philadelphia. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, COM- 
POSED OF ALABAMA, FLORIDA, GEORGIA 
AND TENNESSEE, CONVENTION AND Ex- 
HIBITION, Jacksonville, Fla., April 19, 
20, 21, 1927. Walter Harlan, secre- 


tary, 701 Grand Theater’ Building, 
Atlanta, Ga. : 
TEXAS HARDWARE AND IMPLEMENT 


ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1927. Dan Scoates, secre- 
tary-treasurer, College Station. 


WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Parkersburg, Jan. 18, 19, 20, 21, 1927. 
James B. Carson, secretary, 411 Mu- 
tual Home Bldg., Dayton, Ohio. 


WESTERN RETAIL IMPLEMENT AND 
HARDWARE ASSOCIATION CONVENTION, 
Missouri Theater, Kansas City, Mo., 
Jan. 18, 19, 20, 1927. Headquarters, 
Coates House. H. J. Hodge, secretary, 
Abilene, Kan. 
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(Boston office of HARDWARE AGE) 

RESUMABLY because of more seasonable weather conditions 

the hardware business is a little more active, but by no means 

brisk. Since last reports New England has had sufficient rain 
and sunshine to force all kinds of crops. As a result farms and 
gardens never looked better. Haying in the northern States is be- 
ing completed and many farmers are making plans for needed re- 
pairs to homes, barns and other buildings. Building is holding its 
own and master painters tell us there will be a tremendous amount 
of painting done this fall. It is because of all these developments 
that current business is showing more signs of life. 

We are still in the vacation zone, however, and no pronounced 
activity in the hardware business can be expected much before the 
last week in August or the first week in September. But every- 
body is looking forward to profits during the last four months of 
1926. Those manufacturers who supply the New England jobbing 
trade are in a position to fill orders promptly and most of them have 
established prices and expect no changes within the near future so 
that wholesale firms feel fairly secure from unsettling market de- 
velopments. Retail stocks, in most instances, are well assorted, 
but not topheavy. Failures in the retail trade have been singularly 
few so far this year, and the general credit situation is liquid, al- 
though at the moment collections are slow owing to people being 
away on vacation. 

BATTERIES.—The demand for bat- ——— 

teries, particularly those adapted to 
radio sets, is beginning to perk up. 
Owners of sets everywhere in New 


sales have been quite satisfactory this 
' season, all things considered. 


. | Pe : — — 

England tell of a wonderful reception | wa from Boston jobbers 
this summer, and that fact undoubtedly | Clippers.—Toilet, Plymouth, No. 0, 
has had much to do with an abnormal | $1, o net; me, Oe $1.20; Success, 
, . No. 0, .40; No. : .60; Mayflower, 

use of radio during these hot months. | No. 0. $1.10: No. 00, $1.25: ya nce panel 


Gientleman, No. 00, $2; No. 000, $2. 


We quote from Boston jobbers’ um, 
Brown & Sharpe narrow plate and 


stocks: 

, other kinds carried by jobbers, $4.50 
, ~ a — —— ot oo each list; discount, 25 and 15 per 
ots epast’ ‘  e, bs ‘ ef i 
lots, 36c Hot shot, in barrel lots — ; a 
No 14613 M, $1.65 eac h net: No. 1562M. Horse Clippers. _ 169, $2.50 each 
$1.97; No. 1662M, $2.34. In less than net; No. 179, $1.4 Horse clipping 
barrel lots. No. 1461M, $1.75; No. machines, No. 1%} pall bearing, $14 

; ‘ each list; discount, 33% per cent. 


1562M, $2.07; No. 1662M, $2.45 


Radio.—Dry cell in packages of 50, | brn 5 sled D noe — Ball 
No. 7111, 29c. each net; No. 6, in lots me pore yaad oO. 9, each list; dis- 
of less than 12, 40c. each net; in lots count, 3 per cent. 
of 12 to 50, $35.22 per 100; in larger . " . a 6 . 

6 to the unit, 12 units to the barrel, early in the season, some of the most 
$1.60 each net: 8 units to the barrel, forward retail dealers are beginning to 


$1.98 and $2.34 each. f football lobt feel 
one ; . place orders for footballs. Jobbers fee 
ISHES.—Manufacturers of paint ; 
BRUSHE Ma ae" that retail stocks carried over last 
brushes have issued new lists showing : 
' season were small. 
reductions in prices of about 10 per 
° . We quote from Boston jobbers 
cent, and jobbers have corrected their arth a 
srae arr ; a Footbalis.—No. 35, $5.50 per doz. 
ieee accordingly net: No. A4, $10; No. A5, $12.50; No. 
CEMENT WORKING TOOLS.—In 5, _ India pig-skin, $42 per doz. 
numerous instances retail dealers have ‘Bladders. —No. 3, 33.50 per doz. net; 
cleaned up stocks of cement working No. 5, $4.5 
tools, and it has been necessary for | FRUIT pececeitie, fhe has been a 
them to reorder. Current buying is | sustained, although not brisk demand 
very conservative, however, according | for fruit pickers, say local jobbers. The 









to jobbing houses. average retail dealer bought sparingly 
We quote from Boston jobbers’ earlier in the season and in numerous 
stocks: j ‘eS » ige 
Bement Werkiag Teocle.~-Dégere, instances has been obliged to reorder. 
70c. to $1.50 each net; jointers, 72c. We quote from Boston jobbers’ 
to $1.80; angles, 90c. to $1.20; curvers, stocks: 
$1.50; gutter tools, $1.20; pointers, Fruit Pickers.—Peerless, No. 299, 
72c.; beaders, 72c.; brick jointers, without wire-wound socket, $5.50 per 
$2.75. doz. net; Perfect, No. 327, $5.50 






CLIPPERS.—Recent hot days have |GUNS AND AMMUNITION.—The 
helped to swell retail sales of toilet | shore bird season opened Aug. 16, which 
clippers, but in a jobbing way there is | undoubtedly accounts for the better 




















not a great deal doing. Horse clipper 





August 19, 1926 


Business a Little More Active in New 


England Territory—Prices Firm 


movement of guns and ammunition 
out of retail and jobbing stocks. 


We quote from Boston jobbers’ 
stocks: 

Drop Shot.—B and larger, $3.05 per 
bag net; Boy Scout, $4.65 per case. 


HARMONICAS.—Jobbers are laying 
lines to make a drive on harmonica 
sales. This musical instrument’s popu- 
larity among young boys and girls has 
grown by leaps and bounds the past 
year or so, and jobbers feel the retail 
hardware dealer is the logical distribu- 
tor of such merchandise. 


We quote from Boston jobbers’ 
stocks: 

Harmonicas.—Hohner, assortments 
of one dozen on display cards, No. 
425, $4 per doz. 


IRON AND STEEL.—August, to date, 
has been considerably more active than 
July in the matter of iron and steel 
The average order placed with the 
jobber calls for a small amount of ma- 
terial, but the number of orders re- 
ceived each day has materially in- 
creased. The firm stand taken by steel 
mills on prices undoubtedly has con- 
vinced consumers that reductions are 
not likely within the near future and 
that pending work need not be put off 


.longer. 


We quote from Boston jobbers’ 
stocks: 

Steel.—Soft steel bars, $3.25% per 
100-lb. base; flats, $4.15; plain con- 
crete bars, $3.26%; deformed con- 
crete bars, $3.26%; tire steel, $4.50 to 
$4.75; open-hearth spring steel, $5 
and $10; crucible spring steel, $12; 
bands, $4.01% to $5; hoops, $5.50 to 
$6; half rounds, $4.90; ovals, $4.90; 
hexagons, $3.26%; cold-rolled steel, 
$3.95 to $4.45; toe-calk steel, $6; 
structurals, angles and beams, 
$3.36%; plates, $3.36% to $3.59. 

lron.—Refined, iron bars, $3.26%; 
best refined, $4.60; Wayne, $5.50; 
Norway a“ rounds, $6.60; squares 
and flats, ; 

Differentiais. —Quality, lots of less 
than 1000 Ib. of a size, 50c. per 100 
lb. extra; lots of 1000 to 1999 Ib., 20e. 
extra. 

LAWN ACCESSORIES.—Leading 
manufacturers of garden hose have an- 
nounced new prices for next season, 
which show a slight decline, approxi- 
mately %c. per foot. Jobbers have not 
adjusted their prices as yet, but will 
do so before long. The demand for all 
kinds of lawn accessories is better than 
it usually is at this time of the year, 
report jobbers. 


We quote from Boston jobbers’ 
stocks: 

Lawn Mowers. — Colonial, 16-in., 
$8.25 each net; 18-in., $8.63. New- 
port, 16-in., $7.75; 18-in., $8.13. Im- 
perial, 14-in., $14; 16-in., $15; 18-in., 
$16; 20-in., $17. Competitive makes, 
14-in., $5 50: 16-in., $5.75. 

Lawn Mowers. — Townsend line, 
Victory, 12-in., $11.16 each net: 14- 
in., $12.40; 16-in., $13.64; 18-in.. 
$14.88; 20-in., $16.12; 22-in., $17.36; 
24-in., $18.60. Spider, 12-in., $8.46; 
14-in., $9.40; 16-in., $10.34; 18-in., 
$11.28; 20-in., $12.22, Derby, 12-in., 
$7.20; 14-in., $8; 16-in., $8.80; 18-in., 
9.60; 20-in., $10.40. Red Bird, 12-in., 
6.66; 14-in., $7.40; 16-in., $8.14; 
18-in., $8.88; 20-in., $9.62. 

Lawn Trimmers.—Popular makes, 
$15 each list. Discount, 50 per cent. 

Factory Shipment.—On direct fac- 
tory shipments up to 30c. freight on 
ten or more machines is allowed. 
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Lawn Roller.—Water Weighted, 18 
in. diameter x 24 in. long, $13.34 each 


net; 24 in. diameter x 24 in. long, 
$15.34. 

Sprinklers.—Lawn fountain, $6 per 
doz. net; fountain, half circle, $5.50. 


Rain King, $2.34 each net. 

Lawn Rakes. — Wood, three-bow, 
$8.75 per doz. net; steel, $9. Two- 
bow wood, $6.90; steel, $7.15. Hand- 
made rakes, three steel bows, 24 
teeth, $10 per doz. net; hollow steel 
tube bows, $10. 


Hose. — %-in. Commercial, 


stock 


8%4c. per ft.; Pointer, 74c.; Leader 
9c. ; ickson, 10c.; Olympia, 1l0%c.; 
Good Luck, 10%c.; Bull Dog, l4ce.; 


Milo, 12c. 
Couplings.—Hose, Perfect Clinching, 
2.25 per doz. net. Hose menders, 


“ae 


$8.40 per gross. 
LETTER BOXES.—Letter box orders 
are in order. An automobile ride 
around any section of New England 
will convince a retail dealer that rural 
delivery boxes, at least, should sell 
well this fall. A great many of such 
boxes now in use are about on their last 


legs. 

We quote from Boston jobbers’ 
stocks: ~ 

Letter Boxes. — Corbin line, No. 
2417, $8 per doz. net; No. 2406, $8.65; 
No. 2416, $12; No. 2418, $12; No. 2: 
$14.50; No. 4, $18; No. 2437, $5.40. 
Hessler rural delivery, $11.50 per 
doz. net. 


MASONS’ TOOLS.—There is sufficient 
building in progress to make for a con- 
sistent demand for mason tools, par- 
ticularly from those retail dealers 
serving the so-called rural trade. 


We Boston 
stocks: 

Masons’ Tools. — Bags, 18-in., 
per doz. net; 20-in., $27; 22-in., 
24-in., $33; Hawks, 13 x 1 
$20 per doz.; darbies, 3% x 42 x 
3/32-in., $22; flats, 5 x 12-in., $12. 

NAILS.—AII kinds of nails continue to 
sell well. The rank and file of retail 
dealers are buying more liberally than 


they were a year ago, feeling as they 


quote from jobbers’ 


do that prices are on a firm foundation. 


We quote from Boston jobbers’ 
stocks: 
Nailis.—Wire, from store, $3.70 per 


kez, base; from mill, in car lots, $2.70 
per keg base; in less than car lots, 
$2.95. Cement coated, in count kegs, 
from mill in car lots, $2.40 per keg 
base, f.o.b. Pittsburgh; in less than 
car lots, $2.65; from store, $4.60 per 
keg base. Cut nails, from store, $4.25 
per keg base. Hardened steel floor, 
direct shipments, $8.10 per keg base; 
Western cut nails, direct shipments, 
in car lots, $3.50 per keg base, f.o.b. 
Pittsburgh; in less than car lots, 
$3.65. Tremont cut nails, direct ship- 
ments, $3.95 per keg, f.o.b. Ware- 
ham, Mass.; hardened steel (for 
nails, direct shipments, $7.60 f.o.b. 
Wareham. 


PENCIL POINTERS.—Pencil pointers 
are selling all the time, but jobbers 
expect a big improvement in business 
within the next month or two as many 
of them will be wanted for the holiday 


trade. 
We quote from Boston jobbers’ 
stocks: 
Pencil Pointers. — Boston No. IL, 
75c, each net. Sharpeners, in leather 


case, $1.20 a doz. 
SASH CORD.—Makers of sash cord 
are out with new prices, which show 
an advance of about 2c. per pound. 
Jobbers have adjusted their prices ac- 
cordingly. Revised prices follow: 
We quote Boston jobbers’ 


stocks: 

Sash Cord.—Sampson spot, No. 7, 
69c. a lb. net; Nos. 8, 9 and 10, 68c. 
Acme, No. 6, 45c.; No. 7, 43c.; Nos. 

8, 9, 10 and 12, 42c. 
REFRIGERATORS.—Retail dealers, in 
numerous instances, have been making 


a drive on refrigerators owing to the 


from 
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growing competition from electrically 
operated kinds. Many of them have 
succeeded in cleaning up stocks. The 
jobbing market is rather inactive. 


We from jobbers’ 
stocks: 

Refrigerators.—kEad-y line, in lots of 
less than five, 50 per cent discount. 
Prices range from $24.50 to $170.50 
each list. 

Refrigerator Tools.—Awls, $11 per 
gross; picks, $1.58 and $6.18 per doz. 
net. 

SCREENS AND DOORS.—Current 
buying of screens and doors consists 
of filling in orders, but the aggregate 
weekly sales are quite satisfactory for 
this time of the year, according to job- 
bers. 

We 
stocks: 

Doors.—No. 241, 2, 


quote Boston 


quote from Soston jobbers’ 


6, $17.88 per doz. 


net from store; 2/8, $18.75; 2/10, 
$19.82; 3/7, $20.75; No. 384, 2/6, $25.75; 
2/8, $26.88; 2/10 28.13; 3/7, $29.19; 
No. 457G, 2/6, $21.25; 2/8, $22.44; 2/10, 
23.75; 3/7, $24.94; No. 454G-14, 2/6 
$31.70; 2/8, 33.12; 2/10, $35.06; 3/7, 
$36.75; No. 345G-14, 2/6, $39.88; 2/8, 
$41.31; 2/10, $43.06; 3/7, $44.63. 
Screens.—Competitor, No. 2, $4 pet 
dozen net from store; No. 3, $4.81 
Hummer, No. 1833, $4.38; No. 2433, 
$5.19; No. 2437, $5.56; No. 2837, $6.50; 
No. 1833G, $4.56; No. 2433G, $5.44; 
No. 2437G, $5.81. Diamond E, No. 2, 
th No. 3, $12; No. 12, $14; No. 13, 
16. 


STOVE BOARDS.—Retail dealers 
should look to their stocks of stove 
boards. Jobbers will round up orders 
for same within the near future, but 
shipments will not be made until later 
in the year. 


We quote from Boston jobbers’ 
stocks: 
Stove Boards.—l’aper lined, No. 9 


square, 28 x 28-in., $9.88 per doz. net; 
30 x 30-in., $11.60; 32 x 32-in., $13.75. 
Wood lined, No. 3 square, 28 x 2s-in., 
$18.50; 30 x 30-in., $21.50; 33 x 33-in., 
$25.25. 
TAPS AND DIES.—Retail and whole- 
sale hardware concerns making more 
or less of a specialty of taps and dies 
report increasing sales. Business in 
July fell off quite noticeably, presum- 
ably because many plants were closed 
for vacations or other reasons. Indus- 
trial activity is on the increase, how- 
ever, and taps and dies should continue 
to gain in sales. 


We quote from Boston jobbers’ 
stocks: 

Taps. — Winter Lros. line, hand 
taps, smaller than \% in., 50 and 10 


per cent discount; 4 to % in., 40 per 
cent discount; 7, to % in., 33% per 
cent discount; {4 to 1 in., 25 per cent 
discount; 1% to 2 in., 15 per cent dis- 
count; 2% to 2% in., list plus 10 per 
cent. Machine screw taps, No. 13 
and smaller, 50 and 10 per cent dis- 
count; No. 14 and larger, 40 per cent. 


Stove bolt taps, 7 in., 50 and 10 per 
cent; \% in. and larger, 40 per cent 
discount. Nut taps, 7% to 1 in., 30 


per cent discount; 1% to 2 in., 10 per 
vent; 2% to 2% in., list plus 10 per 
cent. Pipe taps (right hand), % to 
1 in., 60 per cent discount; 1% to 2 
in., 65 to 3 in., 45 per 


per cent; 2% 
cent; 3% to 4 in., 30 per cent. Pipe 


taps (left hand), % to 1 in., 33% per 


cent discount; 1% to 2 in., 25 per 
cent; 2% to 3 in., 15 per cent; 3% 
to 4 in. list, Round adjustable dies, 
all sizes, 20 per cent discount. Solid 
square bolt dies, 25 per cent. Solid 
square pipe dies, 35 per cent. 
Dies.—Card line, all sizes, 10 per 
cent discount. Taper, regular hand 
and spiral fluted, yy te 47 in., 55 per 
cent discount; 4% to ™% in., 40 per 


cent; 7, to ®% in., 35 per cent; +4 to 1 
in., 30 per cent. Machine screw taps, 
No. 12 and smaller, 55 per cent dis- 
count, 


WINDOW VENTILATORS.—tThe ad- 
vance fall buying of window ventila- 
tors has set in. To be sure business is 
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far from brisk, but it should steadily 
gain momentum from now on. 
We jobbers’ 


stocks: 
Window Ventilators. — Continental 


quote from Boston 


(wooden) No. B937, $4 per doz. net; 
No. V1537, $5.38. Diamond E (metal) 
No. 02, $4.80 per doz. net; No. 2, 


$5.60; No. 3, $6.40; No. 4, $8; No. 5, 
$8.80. 


WIRE CLOTH.—There is some buying 
of wire cloth going on all the time, say 


jobbers, but it represents filling in 
orders. 
We quote from Boston jobbers’ 
stocks 
Wire Cloth.—From stock, black, 12 
mesh, $2.15 per 100 sq. ft., 14 mesh, 


2.55; dull galvanized, 14 mesh, $2.45; 


bronze, 14 mesh, $6; 16 mesh, $6.50; 
copper, 14 mesh, $5.50; 16 mesh, $6. 
From mill, f.0.b. Worcester, Mass., 
black, 12 mesh, $1.80; 14 mesh, $2.20; 
dull galvanized, 12 mesh, $2.05; 14 
mesh, $2.45; 16 mesh, $2.90; bronze, 
14 mesh, $5.50; 16 mesh, $6; copper, 
14 mesh, $5; 16 mesh, $5.50. 


New Hill Catalog No. 26 
in Three Sections 


A new catalog, brimful of power 
transmission and engineering informa- 
tion has just been issued by the Hill 
Clutch Machine & Foundry Co., Cleve- 
land, Ohio. This catalog No. 26, is 
printed in three sections A, B and C. 

Section 26A illustrates and describes 
a new Flexible Coupling of unique sim- 
plicity, flanged and compression coup- 
ling, shafting and bearings. A large 
part of this section is devoted to the 
illustration and description of the re- 
markably efficient “Cleveland Type” 
Oil Film Bearing, in which the rotat- 
ing shaft or journal is supported with- 
out metallic contact, on a nearly fric- 
tionless film of oil. Complete data are 
given on a heavy duty form of this 
bearing, in which bearing tempera- 
tures, due either to external heat or 
high speed and heavy pressures, are 
controlled by cooling the lubricating oil 
with a circulating water cooling system. 

Section 26B covers fully the applica- 
tion of the patented “Smith Type” Hill 
Clutch Pulleys and Cut-off Couplings 
including quill drives. A complete 
horsepower table is presented from 
which friction clutch or plain pulleys 
may be chosen to meet any require- 
ménts. Full data and dimension tables 
enable the designer to incorporate any 
of the standard forms of “Smith Type” 
Hill Clutches in power transmission 
layouts. Following pages take up 
transmission of power by belting, 
giving formulas and tables covering 
the horsepower of leather belting. Ap- 
plications of belt tighteners to secure 
maximum horsepower transmitted is 
discussed in detail. The application of 
the new “Steelarm” Automatic Belt 
Tightener, which provides means of 
scientifically controlling belt slip, will 
be of interest to engineers and power 


transmission men in many industries. 


Section 26C illustrates and describes 
both American and English Systems of 
rope drives; agitator designs, parts and 
gearing; ‘“Forged-Cast,” iron cast 
tooth, and cut spur and bevel gears; 
“Industrial Type’ Speed Transform- 
ers; and a wealth of pertinent erigi- 
neering data such as bolt strengths and 
dimensions, pipe dimensions, threads 
and tap drills, sheet and wire gages, 
fusion temperatures, tables of allow- 
able loads on structural shapes, con- 
crete data. trigonometric functions, 
areas and circumferences of circles, etc. 
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(Chicago office of HARDWARE AGE) 
LL things considered the conditions surrounding the Chicago 
hardware market are very good. There is the usual mid- 
summer lull, but it is much less pronounced than normally. 
There are, however, some decided exceptions to the generally satis- 
factory situation, building, for instance, is lagging badly and conse- 
quently builders’ hardware has little demand and prices have dropped 
again for the third consecutive week. Due to the abundance of 
rain the demand for garden hose is at low ebb, but the continued 
extremely hot weather is stimulating greatly the sale of summer 
merchandise which got a poor start this year. 

There are several actual price changes this week, some up and 
some down, with more in prospect. Besides the various items of 
builders’ hardware to decline, spark plugs, tire chains and galvan- 
ized measures also eased off. Tire pumps, on the other hand, ad- 
vanced. Manufacturers’ prices on sash pulleys dropped 714 per 
cent and this will undoubtedly be reflected in jobbers’ prices shortly, 
while an advance of about 10 per cent is looked for in agricultural 
tool handles. 

The steel industry in the Chicago area continues to operate at 
about 85 per cent capacity with new orders being booked in a satis- 


factory volume. 


AUTOMOBILE ACCESSORIES. | CHAINS.—Prices remain firm and 
—Spark plug and tire chain prices ease | sales are satisfactorily good. 





off a trifle, while pump prices advance. We quote from jobbers’ stocks, 
* _ f.o.b. Chicago: % in. proo coi 
Sales are good. chains, $8.50 per 100 Ilb.; Henso, Bull 
We quote from jobbers’ stuchs, Dog and Brown coil chains, 50-10 per 
f.o.b. Chicago: cent discount. No. 00-4% electric 


Spark Pliugs.—Splitdorf, 50c. each; welded cow ties, $2.75 per doz. 
regular, 58c. each; Champion X, 45c. COPPER RIVETS AND BURRS.— 
each; Champion Blue Box line, 53c. 
each: A. C. 53c. each; lots of 100, 50c. Sales are reasonably good at the new 
A aA Bee dhol — — 2980 discounts. 

o ! Appleton NO. o . 
$6.50. ° — We quote from jobbers’ stocks. 

Jacks.—National Standard, No. 21, f.o.b. Chicago: Copper rivets and 

$1.20 each. burrs, 40 per cent discount. 


Pumps.—Rose, 1% in. cylinder, EAVES TROUGH AND CONDUCTOR 


$1.85. > . . 
Chains.—Non-skid, dozen pair lots, PIPE.—There 1S an active and steady 
35 per cent discount. demand and prices are firm. 

Tires and Tubes.—30 x 3%, over- We quote from jobbers’ stocks, 
size cord tires, $10.50 each; regular f.o.b. Chicago: 28 gage single bead 
cord, $7.45 each; gray inner tubes, lap joint gutter, 5 in., $4.50 per 100 
30 x 3%, $1.50 each; red inner tubes, ft.: corrugated conductor pipe, 3 in., 
30 x 3%, $1.75 each. $4.80 per 100 ft.; plain ridge roll, 1% 


in., $4 per 100 ft.; corrugated con- 


BOLTS AND NUTS.—There is a ductor elbow, 3 in., $1.51 per dozen. 
good steady demand and prices are un- | FL RCTRICAL AND RADIO MER- 





changed. CHANDISE.—No price changes. De- 
We quote from jobbers’ | stocks, mand for B batteries and radio acces- 
f.o.b. Chicago: Carriage bolts, cut : ; 
thread, 45-5 per cent discount; small sories 1S strong. 
carriage bolts, rolled thread, 50-5 per We quote from jobbers’ stocks 
cent discount; machine bolts cut f.o.b. Chiago: = 
thread, 50-5 per cent discount; small eu ‘ones ' : 7 
machine bolts, rolled thread, 50-10-5 valet antl ane a ae Pp 
per cent discount, all stove bolts, in 1000 ft. lots $6.50. No. 18 lamp 
5-5 per cent discount; lag screws, cords, $14.25 per 1000 ft.: in 1000 ft. 
60 per cent discount. lots, $13.65; ly in. brush brass key 
r “9 r sockets, 1516c. each; two-way plugs, 
BU ILDERS HARDW ARE.—M a r k e t 45c. each: in lots of 10. 40c. each: 
badly mussed up by the action of one two-piece attachment plugs, 12c. 
° ° ~n gota ¢ » . oe 4 29-7 iin o 
of the large manufacturers in arbi- on ee oo ee See ae: 
trarily reducing prices of some items, Radio Supplies.—Radio B batteries, 
, ° ; ° y "ee ach: y 767 9 69 
causing the third decline in as many Oar Piety hae Ms rao, 
weeks. $2.62 each; No. 486, $3.85 each. 
We quote from jobbers’ stocks, te dean teh oe ra sots 
f.o.b. Chicago: 3% x 3% steel butts, Loud Speakers.—Western Electric 
old copper and dull brass _ finish, No. 522W. $2 50 list. Discount. 30 


$1.92 per doz. pair: 4 x 4 steel butts, 


3 : ~ we ‘eo ‘ 
old copper and dull brass finish, $2.70 per cent 





per doz. pair: heavy steel bevel in- FILES.—Orders are being received in 
side sets. $5.50 per doz. sets: steel] bit- : 

keyed front door sets, $1.50 per set: good volume and prices are unchanged. 
wrought brass bit-keyed front door We auote from jobbers’ stocks. 
sets, $3.00 per set; cylinder front door f.o.b. Chicago: American files, 60-10 
sets, $7.00 per set. per cent off list; Nicholson files, 50 
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Summer Trade Active in Chicago 
Territory—Some Price Changes 


per cent off list: Black Diamond files, 
40-10-5 per cent off list 


FISHING TACKLE.—The heavy de- 
mand for all kinds of tackle is holding 
up well. 


GALVANIZED WARE.—The demand 
for tubs is slack but pails are moving 
freely with the usual demand for 
summer uses, harvesting, camping, etc. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, No. 1, $6.00; No. 2, 
$6.85; No. 3, $8.00; 10-qt. galvanized 
after-made pails, $2.12; 12-at., $2.33: 
l4-qt., $2.60; 5 gal. galvanized oil 
cans, galvanized breast, $7.25 a 
dozen; 1 bu. galv@mnized baskets, $6.20 
dozen; No. 26 % bu. bailed gal- 


vanized measures, $4.50 dozen. 
GARDEN HOSE AND LAWN SPRIN- 
KLERS.—The demand is very quiet, 
due to an abundance of rain. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality molded hose 144-in., lle. per 
ft.; %-in., 13c. per ft.; 5 ply good 
quality, wrapped, %%-in., 9c. per ft.; 
%-in., lle. per ft. Lawn Sprinklers, 
Rain King, $28 doz. Original fountain 
sprinklers, $6 dozen. 


GLASS AND PUTTY.—The market is 
slow as the real selling season will not 
start for another month yet. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 25 
in. bracket, 85 per cent discount; 
Single strength A, 34 to 40 in. bracket, 
82 per cent discount; single strength 
A, all other brackets, 81 per cent dis- 
count; double strength A, all sizes, 
82 per cent discount; double strength 
BK, up to 4 in., 87 per cent discount; 
balance, 8&5 per cent. Putty, pure 
grades, $3.75 per 100 Ib.; commercial, 
$3.40 per 100 Ib. 


HATCHETS. — The demand continues 
to be steady with no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 dozen: medium quality 
hatchets, No. 2 broad, $12.50 dozen. 


HANDLED HAMMERS.—Sales show 
a good volume and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality 16 oz. 
nail hammers. $12 dozen; Maydole, 
$12.60 a dozen; 16 oz. machinists’ 
hammers, first quality, $9.20 dozen; 
Competitive grade, 16 oz. nail ham- 
mers, $6 to §S8. 


HANDLES, AGRICULTURAL.—Sales 
are normal and there are indications 
of a price advance of about 10 per cent 
in the near future. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight, 
chucked and bored, best grade, 4% 
ft., $4.50 doz., 5 ft., $5.50 doz.; XX, 
4% ft., $4 doz.; 5 ft., $4.80 doz.; X, 
4% ft., $2.40 doz.: 5 ft., $2.80 doz. 

Hay Fork Handles.—Bent chucked 
and bored, best grade, with strap, 
ferrule and cap, 4% ft., $7.50 doz.; 
5 ft., $8.50 doz.; XX bent, with strap; 
ferrule and cap, 4 ft., $5.50 doz., 4% 
ft.. $5.75 doz.: XX, bent, 4% ft., $4.50 
doz.; 5 ft., $5.50 doz.; X, bent, 4% ft., 
$3 doz.: 5 ft., $3.40 doz. 

Manure Fork Handles.—Bent, best 
grade, 4 ft., $4.75 doz.: 414 ft., $5.10 
doz.; XX, bent, 4 ft., $4.15 doz.; 4% 
ft., $4.40 doz.: X, bent, 4 ft., $2.60 
doz., 4% ft., $2.95 doz. 

Garden Hoe Handies.—XX, 414 ft., 
$3.45 doz.; X, 4% ft., $2.40 uoz. 
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APEX Electro ~ 


Zinc Coated 


Wire Screen Cloth 
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One Way to Make 
Money Pleasantly 


Pick up a piece of Apex Electro-Zinc Coated Wire Screen 
Cloth between your thumb and finger. Note its attractive 
appearance—feel its pliable strength—its durable con- 
struction. Notice how flat the cloth lies when you set it 
on the table. It will lie just that way on your counter 
when you measure it off the roll for a buyer. 











Apex is more than a wire screen cloth. It is a way for the 
dealer to make money pleasantly. It is the kind of cloth 
that hardware men everywhere recommend to their best 
customers—and know they’Il be satisfied. 





Distributed by Jobbers 


If your jobber cannot supply you, write us, and we 


will give you the name of one who will. 


JOHN M. HART COMPANY 


Manager of sales for 


HANOVER WIRE CLOTH CO. 


General Sales Office: Factory: 
Old Colony Building, Hanover, Pa, 
Chicago, Ill. 
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Garden Rake Handles... XX, 5'y [ft., PO, GED BD ec cccesccevceeve $9.39 faced, $2 per square; light tale sur- 
$5.10 doz.; X, 5% ft., $3.25 doz No. 1102 high shelf only....... 9.29 faced, $1.10 per square; red rosin 

Snovel Handles. tegular pattern, No. 1103 high shelf only....... 6.5) sheating, $57 per ton. 

XX, 4% ft., $5.90 doz.; X, 4% ft., $3.90 No. 1104 high shelf only....... 8.00 = : 

doz.; D handle, best grade, $7.95 doz.; No. 1105 high shelf only....... 9.75 ROPE. Sales are seasonably less with 

X grade, $6 doz. With vitreous enameled stove tops prices considered firmer. 

. ae eee den — D handles, best =— > gt ome $235.50 We quote from jobbers’ stocks, 

cnc satel _ : ae ait 44.50 f.o.b. Chicago: No. 1 manila, stand- 
HANDLES, TOOL.—The demand is | " Meese Gealese’ dliacount. 36 and & ard Beane, 38166. to ate. per e — 

; ame s ae 23 : , 2 manila, 21%c. per Ib.; No. sisal, 

good and prices are firm. Par: Pa il l54ec. per Ib.; No. 2 sisal, 14'%¢c. 

We quote from jobbers’ stocks, Oi Ranges per Ib. 

f.o.b. Chicago: Nesco Rolo, 5 burners and oven.$90.00 . , 

Axe Handies._No. 1 hickory, $4 Dealers’ discount 30 and 5 per cent. SASH CORD.—There is a fair demand. 
doz.: No. 2, $3 doz.: second growth We ‘ : 4 .’ . 

: - lacie shelled be » quote from jobbers’ stocks, 
morn yp kt 8 —— "<6 2g tng andl Ovens f.o.b. Chicago: No. 7 standard brands, 
‘Hatchet and Hammer Handles.— No. 211 1 burner plain door... .$2.50 a Oe ee 
NO. i, 0G. Cos.; Hnest second growte No. 211G 1 burner glass door... 2.70 
te $1.80 doz. : No. 12] i Lurner irsipe ees po SASH PULLEY S.—Manufacturers 

_eS Hy 2g s ri > No. 2a 2 burners glass door... 6. . ° 

oe GES. Hinges, along with other Eine & poepiemeentanty 6.15 have reduced prices 74% per cent which 
mony — items, dropped Dealers discount, on 10 a eee 30 will undoubtedly be reflected in jobbers’ 
again Is week. am » per Cent, tess an » & e a. . di l 
cent. prices immediately. 

te ie ee ee ee PURITAN— We quote from jobbers’ stocks, 

r ‘ t a yd  eitap ‘$1.20 No. 42 G 2 burners glass door. ..$5.590 f.o.b. Chicago: Common sash pulleys, 

6-it es) 12: ry $1 On. 10-in $3.87 Dealers’ discount, 10 or more, 50 50c. doz.; barrels, 54c. doz. Common 

Me ape pe Tie aan heavy T hil sarong and 5 per cent; less than 10, 30 per Sense, 2 in., 60c. doz.; barrels, 54c. 

per GOS. Pass, Cau Bea, * Saw cent. doz.; No. 105, 52c. doz.; barrels, 48c. 

in bundles, 4-in., $1.40: 5-in. $1.46 , 

6-in., $2.32; 8-in., $2.30; 10-in., $3.30 NESCO— aon 


per doz. No. 65 2 burner solid door...... rts SCREEN DOORS AND WINDOW 


No. 5 burner glass door...... 





ICE CREAM FREEZERS.—While it is No. 010 1 burner solid door.... 3.59 SCREENS.—Sales are seasonably good. 
retting rather late in the season sales No. 10 1 burner glass door...... 3.75 
E i E cig ; h ; No, 020 2 burners solid door.... 4.25 Prices are unchanged. , 
are holding up well due to the con- No. 20 2 burners glass door... 4.50 ite: aeetin Ai ebineey’ “anecte. 
tinued hot weather. No. 030° 2 burners solid door.... 4.90 f.ob. Chicago: Screen Doors. No. 
| = No. 30 2 burners glass door...... 0.20 266, 2-8 x 6-8, $20.35 doz.; No. 296, 
We quote from jobbers’ stocks, Dealers’ discount, 30 and 5 per 2-8 x 6-8, $24.55 doz.; No. 311, 2-s x 
f.o.b. Chicago: “on ae ee Wr Ls cent. 6-8, $29.20 doz. Window Screens: No 
$4.80 list; 2 qt., $5.60 list; 3 qt., $6.75 92> eT: jon: 243° 5 -_ 
list: 4 qt, $8.25 list: 6 qt, $10.45 list. Water Heaters 1833, $4.35 doz.; No. 2433, $5.20 doz. 
s qt., $13.40 list; 10 qt., $17.90 list; 12 Porfertion 26. 418. ...6.0.cc00% $40.00 SCREWS.—There is no change in 
qt., $21.50 list; 15 qt., $25.60 list; 20 Peifection No. 421............. 80.00 ‘« d sal tisfactorv. 
qt., $3.20 list; 2) qt., $42.60 list. Perfection discount, 30 and 5 per prices and sales are satistactory. 
Arctic, 1 qt., $4 list; 2 qt., $4.60 list, cent in lots of 10 or more; less than We quote from jobbers’ stocks, 
3 at., $5.45 list, 4 qt., $6.80 list; 6 at., 10, 30 per cent. f.o.b. Chicago: Flat head _ bright 
$8.60 list; 8 qt., $11.10 list. All the screws, 7714-20-10 per cent new list; 
pred —_ ov +3 os esas lint: Wicks, Etc. round head blued, 75-20-10 per cent 
A 4 “¥ ge ey 3 ree. A ~ new list; flat head brass, 75-20-10 per 
AR on 8 -¥ $8 20 list: 16 at’ S10, 72 Rockweave wicks, 25c. each. cent new list; round head _ brass, 
ist : Ty “t % 14 list: 165° t Si7 list: Verfection and Puritan, $4 per doz. ~~ 72%%-20-10 per cent new list. Jap- 
ist; 12 qt., $ ist, 40 Q., s nse, and $48 per gross. anned, 70-20-10 per cent new list. 


> i 9 r 2 4 " 9) ‘ ° 
20 qt.; $21.50 list. A discount of 20 Discounts same as on oil cook 


and 10 per cent on all above prices. stoves, ovens and heaters. SOLDER AND BABBITT METAL.— 





Acme, 2 qt., galv., $8 doz.; 2 qt., : . 
omamel, SI9 per dos.; * @t., enamel, PAINTS AND OILS.—Prices remain | There is a good active demand and 
$18 per doz. Above prices are net. “ta 
A. remo —s unchanged and sales are good. prices are strong. 
LAWN MOWERS.—Although it is Loo Ww a a 
. We quote from jobbers’ stocks, e quote rom job ers’ Stocks, 
early to make any real comparison, f.0.b. Chicago: f.o.b. Chicago: Warranted 50-50 sol- 
present indications are that fall buying | Linseed Oil. — Raw, barrel lots, Ce dl nee ae hy tee aa .8s 
° ° . $1.02 er ral.: 5-barre s er : 9 °9 : 
for next spring delivery will run even oor per gal.; 5-barrel lots, $1 pet solder, $40 per 100 Ib.; high speed 
avie P : ‘ear ee , , — babbitt metal, $20 per 100 Ib.; stand- 
he avier than last year. “wane ‘ " comes hang lots, ard No. 4 babbitt metal, $13 per 100 
We quote from jobbers’ stocks, val » per gal., o-barre ots, $1.05 per . 


f.o.b. Chicago: 
in. ball bearing.  ‘teeeanaasaaeaiitt sarrel lots, $101) per STEEL SHEETS.—Orders show a 
. Lal. 


_ Lawn Mowers.—16 
>-ERESS, 22 in. wheels, 912.55 each; Ie good volume and prices are strong. 























in. ball bearing, 4-kKnife, 19% in. Denatured Alcohol. — Barrel lots, 
wheels, $10 each: 16 in., plain bear- fie. per gal.; steel drums extra, $6 We quote from jobbers’ stocks, 
ing, 4-knife, 101% in. wheels, $8.65 returnable. f.o.b. Chicago: 28-gage galvanized 
each: 16 in., ball bearing, 4-knife, White Lead.—100 Ib. kegs, $15.25; sheets, $5.25 per 100 Ib.; 28-gage 
9 in. wheel, $7.85 each; 16 in., plain 500 Ib. lots less 10 per cent; 50-Ib. black sheets, $4.25 per 100 Ib. 
bearing, 4-knife, 9 in. wheels, $7.35 kegs, $7.90; 25-lb. kegs, + $4; 12-Ib. ‘ 
each: 16 in.. ball bearing, 4-knife, 8 kegs $2.10. WIRE PRODUCTS.—There is a steady 
in. wheels, $8 each; 16 in., plain bear- Shellac.— (4%. lb. cuts) white, $2.60 demand and prices are firm. 
ing, 3-knife, 8 in. wheels, $5.85 each. per gal.; orange, $2.30 per gal. . , ke 
r : = a | English Venetian Red.—In barrels, We quote from jobbers’ stocks, 
NAILS -—Sales are very active, season $3.50 to $6.75 per 100 Tb. f.o.b. Chicago: Wire staples, No. 8 
considered, with an especially good de- | Dry Paste.—Larrel lots, 7%4c. per neg —— —— ge per | 100 
. . . Ib. b.; No. 9 galvanized plain wire, $3.50 
mand for small lots. ‘ . . per 100 lb.; catch weight spool gal- 
We quote from jobbers’ stocks, PYREX WARE.—Sales show a slight vanieed cattle or hog, bonne ae sed 
f.o.b. Chicago: , . — ‘ 100 Ib.; 80 rod spool of galvanized hog 
Common wire and cement-coated be tterment as the fall season ap- wire, $3.25 per spool. Polished fence 
nails, $3.05 per keg base proaches. staples, $3.50 per 100 Ib. Wire cloth, 
als & 7c ‘ ° ° , . . bl: *k, 2- ‘sh, 640 ; 100 Sq.  & 
OIL STOVES.—Sales are fair with no We quote from jobbers stocks, tan a A ga eg oer a ft.: 
f 72 f : ; shipment f.o.b. Chicago: bronze 14-mesh $5 75 pe r 100 sq ft. 
uture buying for spring s rae ae fe, 14-mesh, $5.75 pe sq. ft. 
ste | ¥ 4 . , Breed ane. No. 212, $7.20 dozen, Galvanized Poultry Netting: Galvan- 
started as yet. No. 214, $12 dozen. ized before made 5744-5 per cent dis- ; 
New Handied Casseroles.-—hound count; galvanized after-made, 5'%-5 
PERFECTION— _ No. 622, $12 doz.: No. 623, $14 doz.: per cent discount. 
a ee oe er ok ee cea $17.50 Oval, Nae. 632, $12 doz.: No. 633. $14 . : 
No. 73 3 burners............... 22.50 doz. Shallow Oval, No. 642, $12 doz.: WRENCHES.—Prices are unchanged 
ee, Te S ROOD. 5 ccc cevcentes . 28.50 | No. 643, $14 doz. 
No. 75 6 burmers.............-. 39.50 | Pie Plates. — No. 208, $6 doz.; No. and sales are normal. 
Perfection dealers’ discount, 30 and | 209, $7.20 doz. We quote from jobbers’ stocks, 
5 per cent on lots of 10 or more; on Tea Pots.—2 cup, $21 doz.; 4 cup f.o.b. Chicago: Agricultural wrenches 
less than 10, 30 per cent. | $24 doz.; 6 cup, $28 doz 60-10 per cent discount. Coes 
ama Utility Pans.—No. 223 oN wrenches, 40-10 per cent discount; 
ones) Sane woe — | 232 $14 doz . r: etl engineers wrenches, 50-10 per cent 
No. 42 : eee $17.50 | . P discount off new list; Trimo, 65-10 
EO, GE SF WEWSTS. « vccccccvccess 22.50 ROOFING PAPER.—Th . per cent discount. 
FF & Pores. 28.50 nes “pt e demand 1S Snap-on Wrenches. — Radio and 
Puritan discounts same as Perfec- good on the competitive grades.. Prices electrical set, $4; No. 101 Master 
tion. remain unchanged. Service Set, $15.20: No. 202 Heavy 
NESCO “ & Set, $8.80; No. 303 Ford Master Serv- 
~ We quote from jobbers’ stocks, ice Set, $14.85; No. 404 Universal 
Se ae $9.50 f.o.b. Chicago: Best grade slate sur- Socket Set, $8.75; No. 505B Screw 
£4, aaa 17.35 faced prepared roofing. $2.30 per Driver Set, $3.40: No. 990 Square 
Se ee a Pes os covcsvounaet 22.00 squere: best grade tale surfaced, Socket Set, $3.70. All Snap-on 
i Se Oe CR ic cccentukeens 28.00 2.65 per square; medium talc sur- Wrenches less 40 per cent discount. 
Reading matter continued on page 54 
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, peeeties be surprised to know that a 
large percentage of our volume 1s 1n 
replacements. 


Scarcely a day passes that one or more 
of our service branches are not called on 
to tell somebody what to do with doors 
that won’t work. 

In nearly every case, the trouble is that 


somebody — builder, architect, owner; 
generally owner—‘“saved money”’ on 
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Doing the job Over 
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cheap door-hardware; and the result is 
that the job has to be done over. A door 
that’s improperly equipped doesn’t work; 
and a door that doesn’t work is worse than 
no door at all. 

“Doing the job over”-is a costly opera- 
tion; hardware too light for the work; or 
made to sell at a price; or mistakenly 
designed for its duty. The right thing 
even at a higher price would have cost less 
in the end. 


Richards-Wilcox doorway engineers will show you how toavoid all this, 
if you ask them. Their service is free; but it is worth money to you. 
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Seasonal Lull in Cincinnati Territory 


—F ew Price Changes Noted 





(Cincinnati office of HARDWARE AGE) 


IDSUMMER quietness has settled upon the local jobbing 
trade, and bookings the past two weeks have fallen off con- 
siderably compared with the previous fortnight. With prac- 


tically all of the retailers in this territory well stocked with both 
seasonal and staple commodities, jobbers are preparing for the fall 


period. 


Sales in the aggregate through the first seven months of 1926 
fell short of those in the same period last year. However, they were 
satisfactory when the backward spring season is taken into con- 
sideration. The volume of business in the past two months actually 
has exceeded that in the corresponding months of 1925, but jobbers 
have not been quite able to wipe out the loss in March and April. 

Reports on building activities in Cincinnati are encouraging. 
Construction work in July took a decided upward turn as compared 
with the same month last year. Present plans of local architects 
and building firms indicate that the building trades will be busily 


occupied this fall. 


Actual buying of fall items by the retail trade probably will not 
get under way until about Sept. 1. Jobbers have already put out 
quotations on some commodities, but retail merchants are showing 


little interest. 


Prices in general are firm and few changes have been made in 
the past two weeks. Retailers state that business on summer goods 


has been moderate. 


AUTOMOBILE ACCESSORIES.—The | 
recent decrease in the price of tires | 
has stimulated sales. It is not believed, | 


however, that there will be a further 
reduction in the near future. The re- 
adjustment of the schedules on both 
tires and tubes has served to stabilize 
the market and to give more confidence 
to buyers when purchasing future re- 
quirements. Signs of a stiffening in 
the price of alcohol have appeared, but 
no definite action has yet been taken. 


We quote from Cincinnati jobbers’ 
stocks: 

Tires.—30 x 3% cheap grade cord, 
$6.50 each; 30 x 3% medium grade 
cord, $7.50; 30 x 3% oversize medium 
grade, $8; 30 x 3% better grade cord, 
$9.50: 30 x 3% oversize better grade, 
$10.50; 30 x 3% commercial cord, 
$13.50: 29 x 440 medium grade bal- 
loon, $9; 29 x 440 better grade bal- 
loon, $11.50. 

Tubes.—30 x 34% medium grade in- 
ner tube, $1.40 each; 30 x 3% better 
grade, $1.75; 30 x 3% better grade 
extra heavy, $2.10; 29 x 440 medium 
grade for balloon tires, $1.70; 29 x 
440 better grade for balloon tires, 
$2.35. 

Flashlights.—Two-cell Yale tubular 


flashlight with fiber or nickel case, 
9c. each: three-cell Yale tubular 
flashlight with fiber or nickel case, 
96c.: two-cell miner flashlight with 
fiber or nickel case, $1.10: three-cell 
miner flashlight with fiber or nickel 
case, $1.24. 

Batteries.—Small Yale monocells, 
$8.25 per 100; large Yale monocells, 
$9.35 per 100; two-cell baby tubular, 


$16.50 per 100; two-cell tubular, $19.25 
per 100; three-cell tubular, $27.50 per 
100. 


Sparkplugs.—A. C. sparkplugs, in 
lots of 10 to 90, 538c. each: in lots of 
100 to 290. 50c. each: in lots of 300 
or more, 45c. each. 


Jacks.—No. 10 Ajax, 85c. each: No. 


9 Ajax, $1.05 each; No. 60 Ajax, $2.50 
each. 

















Pumps.—No. 11, 55c. each; Big Boy, 
$1.55 each; Arvin, $1.85 each. 
Bumpers. — Marquette Ford front 
bumper in black, $3.32 each; Mar- 
quette Ford front bumper in nickel, 
$4.02 each; Marquette fender guards, 
for Fords, $6.12 a pair. 
Fenders.—Ford fenders, $7.45 a set; 
commercial fenders, $3.10 a pair. 


AGRICULTURAL HANDLES.—There 

is still a small but steady demand for 

these products. Prices are unchanged. 
We quote from Cincinnati jobbers’ 


stocks: 
Hay fork, 5% ft., $2.85; 5% ft 


fork, $3.30; long manure fotk, $2.45: 
cotton hoe handles, $1.85; wood D 
shovel handle, $4.80. 


BASEBALL GOODS.—Incoming orders 
are confined principally to small lots 
for quick delivery. Jobbers are pleased 
with the volume of business they have 
done this year. 

We quote from Cincinnati jobbers’ 


stocks: 

Fielders’ Gloves. — No. 34, $1.50 
each; No. 70, $2.50 each: No. DW, 
$4.35 each; No. Bl, $6.50 each. 

Catchers’ Mitts.-—-No. 188, $2.67 
each: No. 210, $4.60 each; No. 234, 
$5.50 each. 

Catchers’ Masks.—No. 254. $1.33 
each: No. 261, $1.95 each: No. 267, 


$3.33 each. 

Bats.—No. 13, $7.20 per doz.; No. 
16, $10.80 per doz.; No. 40 ER, $16.20 
per doz.; No. 250, $21 per doz. 

Basebalis. — Harwood, $13.20 per 
doz.: Goldsmith No. 45, $2 per doz.; 
Goldsmith No. 47. $4 per doz.: Gold- 
smith No. 70, $7.80 per doz.; Gold- 
smith No. 97, $15 per doz. 


BOLTS AND NUTS.—The trade is 
taking a normal supply of material for 
midsummer. All of the dealers in this 
territory have ample stocks to meet im- 


mediate needs. 
We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 





_with the same month last year. 
_has been a falling off, however, in the 
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10 off; small, 50, 10 and 10 off; car- 
riage bolts. large, 50 off; small, 50 
and 10 off: stove bolts, 75 off; semi- 
finished nuts, 9-16 in. and smaller, 75 
off; larger size, 65 off. 


BUILDERS’ HARDWARE. — Build- 
ing construction in Cincinnati during 
July took a decided spurt as compared 
There 


volume of work for the first seven 
months of 1926 as compared with the 
corresponding period in 1925. The 
large amount of residential construc- 
tion has been beneficial to both jobbers 
and dealers in builders’ hardware. 
Prices are holding up well. 


We quote from Cincinnati jobbers’ 
stocks: 

Hinges.—Heavy, 60, 10 
light, 60, 10 and 10 off; 
T, 60, 10 and 5 off 


and 10 off: 
extra heavy 


Hasps.—Common hinges, 70 off; 
safety hasps, 3 in., 95c.; single, per 
doz., 4% in., $1.25; 6 in., $1.75. 

Butts.—Steel, dull brass and an- 
tique copper, case lots, 32% x 3%, 
18c. per pair net; 4 x 4, 28c. In less 


than case lots, 3% x 36, 2l1c.; 4 x 4, 
30c. 

Sash Weights.—Sash weights, 1.80c. 
inside Sets.—Square bevel inside 


sets in case lots, $5.10 a dozen. 
CAMP STOVES.—tThe flow of business 
has been fairly liberal. Hot weather 
has been an important factor in boost- 
ing sales. Prices are strong. 


We quote from Cincinnati jobbers’ 
stocks: 

Coleman No. 2, $8.50 each; 
man No. 9, $6.25 each. 


Cole- 


CARPET SWEEPERS.—Orders have 


been received at a moderate rate by 
local jobbing houses. Prices are the 
same. 

We quote from Cincinnati jobbers’ 
stocks: 

Standard japanned carpet sweeper, 
$36 per doz.; Universal japanned 
sweeper, $42 per doz.; Grand Rapids 
nickel-plated sweeper, $48 per dozen; 
Little Helper toy sweeper, $2 per doz. 

CROQUET SETS.—No change has oc- 
curred in this commodity. Jobbers feel 


that the summer season has been a 


good one. 
We quote from Cincinnati jobbers’ 

stocks: 
No. 5, four-ball set, $1.50; No. 10. 


six-ball set, $1.85; No. A, eight-ball 
set, $2.15; No. 3, eight-ball set, $4.20; 
No. 1, eight-ball set, $3.15. 
EAVES TROUGH AND CONDUCTOR 
PIPE.—While jobbers are in the midst 
of a summer lull at the moment, they 
are preparing for an extremely active 
fall trade. 

We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5 in., eaves trough, 
$5.75 per 100 ft.; 28-gage, 3 in., corru- 
gated conductor pipe, $5.50 per 100 
ft.; 28-gage, in., corrugated con- 
ductor elbows, $1.94 per doz.; 29-gage, 

in. corrugated conductor elbows, 
$1.51 per doz. 

FILES.—Demand has held fairly steady 
in the past few weeks. However, most 
dealers are satisfied to order in a hand- 
to-mouth fashion. 


We quote from Cincinnati jobbers’ 
stocks: Black Diamond files, 40, 1 
and 10 off list; Keystone files, 70, 10 
and 5 off list. 
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Experience is a great teacher, but 
often times a great many people do not 
profit by the experience of others. If 
they did, there would be a Columbian 
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is absolutely priceless. 
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| Life Line in the upstairs sleeping rooms 

f ¢ 
} of every home yj 
fl 

f Hardware Dealers who wish to ¢ 
b render their customers a genuine serv- \) 
fim ice will go out of their way to suggest | f 
) a Life Line to them. In case of fire it 
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Sell your customers 20 or 25 feet 
of %” diameter Columbian TJape- 
Marked Pure Manila Rope which they 
can easily coil in a neat appearing bag 
and place near a window. 
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A length of Guaranteed Colum- 
bian Rope in every home would in- 
crease the volume of your Rope sales 
appreciably, and this business will more 
than pay for the effort expended in ob- 
taining it. 
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Columbian Rope Company 


352-80 Genesee Street 
Auburn, “The Cordage City,” N. Y. 
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Branches: New York Chicago Boston New Orleans 
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GALVANIZED 
have slowed down considerably, 
orders for early fall delivery are be- 
ginning to come in. 

We quote from Cincinnati jobbers’ 


stocks: 

Galvanized Pails.—10 qt., $2.30 per 
doz.: 12 qt., $2.55 per doz.; 14 qt., 
$2.90 per doz.: 16 qt., $3.40 per doz.; 


galvanized tubs, No. 1, $6.50 per doz. 
GARDEN HOSE.—tThe extremely hot 
weather has brought out a splendid de- 
mand for this product. In some cases 


reorders are being placed for rush 
shipment. Prices are firm. 
We quote from Cincinnati jobbers’ 
stocks: 


Rubber Hose.—5-ply. ™ in., &\c. 
per ft. in 50-ft. lengths: 6-ply, % in., 


l0c. per ft. in 50-ft. lengths; 7-ply, 
% in., 12c. per ft. in 50-ft. lengths; 
double braid in %-in., 500 ft. coils, 
10c. per 


GLASS.—Sales have tapered off re- 
cently, but business has remained nor- 
mal for this time of the year. Indica- 
tions point to a heavy fall trade. 


We quote from Cincinnati jobbers’ 
stocks: Single strength A first 
bracket, &87 per cent discount; single 
strength B first bracket, 89 per cent 
discount; single strength A first three 
brackets, 85 per cent discount; single 
strength B first three brackets, 89 per 
cent discount: single strength A over 
the third bracket, 8&5 per cent dis- 
count: single strength B over the 
third bracket, 87 per cent discount; 
double strength A, 8&6 per cent dis- 
count: double strength B up to 54- 
in., &9 per cent discount; double 
strength B over 54-in., 88 per cent 
discount. 

HAMMERS AND HATCHETS.—There 
has been a fair movement of stock from 
local warehouses. Prices are unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Hatchets, No. 2961. $12.50 
doz.; hammers, No. 81, $12 doz.: Boy 
Scout, $11 doz. 


HOSE REELS.—The demand for this 
commodity parallels that for garden 


hose. 
We quote from Cincinnati jobbers’ 
stocks Wooden hose reels, $14.75 a 
doz.: Victor iron hose reels, $2 each. 


ICE CREAM FREEZERS.—Here again 
the trade has been stimulated by the 
hot weather. Shipments from jobbing 
houses have been large. 

We quote from Cincinnati jobbers’ 


stocks: 

Peerless.—2 qt., $3.45; 3 qt., $4.10; 
4 qt., $5; 6 qt., $6.30; 8 qt., $8.20. 
Peerless dealers’ discount is 25 and 


10 per cent off above list. 

White Mountain.—2 qt.. $5.65; 3 qt., 
$6.75: 4 qt., $8.25; 6 qt., $10.45; & qt., 
$13.50. White Mountain dealers’ dis- 
count is 50 per cent off above list. 

Acme.—2 qt., $8 per dozen. 

LADDERS.—tThere has been a falling 
off in the call for ladders. 


We quote from Cincinnati jobbers’ 
stocks: 

Rodded ladders, 24c. a ft.; single 
ladders, 20c. a ft. up to 16 ft.; exten- 
sion ladders, 30c. a ft. up to 32 ft.; 
best grade ladders, 5c. a ft. 


MOPS.—Business has been normal for 

this time of the year. Retailers are 

well stocked to care for current trade. 
We quote from Cincinnati jobbers’ 


stocks: O’Cedar line with handles, 
No. 3, $12: No. 4, $8; No. 5, $10; No. 
8, $12: No. 15, $6. 


N AILS.—While the local price of $2.95 
per keg remains unaffected, jobbers in 
Louisville are making quotations of 
$2.85, and those in Evansville are ask- 
ing $2.90. 


We quote from Cincinnati jobbers’ 
stocks: 

Common wire nails, $2.95 per keg; 
cement coated nails, $3.15 per 100 Ib. 
keg. 


WARE. — Activities | PAINT.—Business is not so active as it 
but | 
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was a month ago. Local jobbers are | 
preparing for the opening of the fall 


_ season shortly. The spring and summer 


trade reached extensive and grati.ying 
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the O. P. Schriver Co., Cincinnati, Ohio, 
is an ingenious device that should ap- | 


proportions. 
We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.75 per gal.; linseed oil, single bar- 


rels, ¥3c. per gal.; turpentine, in 2- 
barrel lots, 90c. per gal.; white and 
red lead in 500-lb. kegs, 15%4c. per | 
lb. less 10 per cent. | 


POULTRY AND WIRE NETTING.— | 
The market is rather quiet for the | 
present, but renewed buying of conse- | 
quence is anticipated soon. 


We quote from Cincinnati jobbers’ 
.~ stocks: 12 mesh black wire netting, 
$1.75 per 100 sq. ft.; 12 mesh opal 
wire netting, $2.05 per 100 sq. ft.; 
14 mesh wire netting, $2.45 per 100 
sq. ft.; poultry netting galvanized 
after, 57% off list; poultry netting 
galvanized before, 57% and 10 off 
list. 
ROOFING MATERIAL.—Sales are at 
a low point now. A recovery in busi- 
ness is expected about Sept. 1. Prices 
remain unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper. Light standard, 
$1.05: medium standard, $1.30; heavy 
standard, $1.55; light Holdfast, $1.30; 
medium Ho'!dfast, $1.55: heavy Hold- 
fast, $1.80: K red and green slate 
surface, $2.10. 

Roof Coating—Coal tar, refined, in 
barrel lots, 25c. per gal.: in half bar- 
rel lots, 28c. per gal.; coal tar, crude, 





in barrel lots, 24c. per gal.; in half 

barrel lots, 27c. per gal. 
Roofing Cement.—Liberty elastic, 1 

lb., 12c.; in 5 Ib. cans, 9tec. per Ib.; 

in 10 lb. cans, 9c. per Ib.; in 25 Ib. 

cans, &c. per lb.; Certain-teed cement, 

36 Ib. to the case, $4.25 per case; in 

5 lb. cans, 12 cans to the box, & 4c. 

per Ib.; in 10 Ib. cans, 6 cans to the 

box, Tic. per Ib. 





PYREX WARE.—Considerable interest | 
has been shown lately in this product. 
Dealers are carrying ample stocks. 


We quote from Cincinnati jobbers’ 
stocks: 

Round Casseroles. —No. 621, 60c. 
each: No. 622. $1 each: No. 623, $1.17 
each: No. 624, $1.33 each. 

Square Casseroles.—-No. 653, $1.17 
each. 

Oval Casseroles..-No. 632, $1 each: 
No. 633, $1.17 each; No. 634, $1.33 
each. 

Round Pie Plates.—No. 205, lic. 
each: No. 208, i0c. each: No. 209, 
Gc. each; No. 210, 67c. each } No. 211, 
73c. each. 

Round Pudding Dishes.—No. (21, | 
40c,. each: No. 022, 57c. each: No. 023, 
67c. each: No. 024, S0c. each. 

Square Pudding Dishes.—No. 053, 
67c. each. 


Oblong Bread or Loaf Pans.—No. 


213, 1vc. each; No. 212, 60c. each: No. | 
214, $1 each. | 


| Wilmington, 
_48-page illustrated booklet containing 
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peal to householders everywhere. The 
new opener has a number of patented 
teatures, including turned down handles 
which prevent the cutting or hurting 
of the hands of the operator, largest 
maximum opening for larger tops, 


smallest maximum opening for very 


small tops and lugs which prevent the 


_jar covers from slipping. 


In removing the tops from Mason 
and similar jars with screw tops the 





opener is simply placed around the top 
and the hand-es tightened and turned. 

It will remove tops from jelly, jam, 
pickle, marmalade jars having a pressed 
on cover, or a metal cover held on by 
vacuum process. 

Jars having the Patented Pressed on 
cover, as above, place opener around 
cover letting the teeth of the handles 
of the opener come under the metal 
cover edge. Tighten handles when in 
this position, and raise gently. 

The can opener on “Sure Grip” will 


cut tops out of all shapes of cans. 
Simply shove knife blade into top of 


can at rim, letting rim of can come be- 
tween knife and the guard on opener. 
The guard will slide along rim of can 
as the knife cuts. 

To open Lightning seal, Perfect seal, 
E-Z seal type of fruit jars, after 
loosening wire clasp over top of jar, 
place “Sure Grip” around glass top so 
that the two prongs will come between 
glass cover and rubber ring, tighten 
handies gently. This allows air to 
enter, and releases glass top. 


Irwin Auger Bit Co. Issues 
Valuable Booklet on Bits 


Entitled “How to Select, use and 
care for Bits” the Irwin Auger Bit Co., 
Ohio, has announced a 


data of a helpful nature to hardware 
salespeople. The data contained in the 
booklet are based on the 41-year experi- 


ence of the Irwin Auger Bit Co., and 


“Sure Grip” Opener 
Fits All Jars 


The “Sure Grip” adjustable jar, 
bottle and can opener manufactured by 
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may be accepted as being authentic in 
every detail. 

In addition to an illustrated section 
on the selection, use and care of bits, 
there are illustrations of the various 
types of bits used in the different 
trades. 

It tel's what bits to select for differ- 
ent work—what bits are available— 
how to care for them. It will help 
any hardware man to buy and sell bits 
more intelligently and_ effectively. 
Every man who sells tools should have 
a copy. 

.There is also a condensed catalog 
section on Irwin bits, giving siaes, stock 
numbers, list prices and interesting 
data on Irwin bit manufacture. 

Hardware store proprietors, tool de- 
partment managers and tool sales- 
— will find this a decidedly useful 
ook. 
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| Minimum Service 








HE sound design and construction of 
the Synchrophase mean a minimum 
of service for the retailer. Your profit is 
all profit. Ask any Grebe dealer. | 


If. you are interested in handling a set 
that is a money maker and a prestige 
builder — 
| Write for full details 





A. H. Grebe & Co., Inc., 109 W. 57th St.; N.Y. 


This company owns 


Factory: Richmond Hill, N. Y. : and operates stations 

| pat WAHG and WBOQ; 
. Western Branch: also low-wave eee 

443 So. San Pedro Street, Los Angeles, Calif. WGMU, and Marine 


TT Some 
Grebe Selling 
Points 











*‘Of what use is 
cleverness of speech.”’ 





Colortone : 
Reg. U. 8. Pat. Off. Cleverness is not 
needed either to séll 

the Synchrophase or 
to keep your custom - 
ers satisfied with it. 


Dede Hs 


BW, 


TRADE MARK 
REG UB PAT OFF 





Binocular Coils 
Reg U S. Pat 
and Low- Wave 


Extension ‘Sioouies 


All Grebe apparatus 
is covered by patents 
granted and pending 





The ee a eo is also us , 


' _ at : 
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Question: How can I prevent the third coat of 
paint crawling? W. D., New York, N. Y. 

Answer: Your trouble is doubtless attributable to 
the fact that there is too much oil in the second coat 
of paint. Adding turpentine to the paint for the sec- 
ond coat will help materially in overcoming this diffi- 
culty. Some painters apply water to the second coat, 
and add the third before this is completely dry. 





Question: How can I overcome troublesome day- 
light reflections in my window? J. A. R., Richmond, 
Va. 

Answer: Unfortunately, no entirely satisfactory 
method of overcoming troublesome daylight reflections 
has yet been devised, although we have gone a long 
way in obviating this difficulty. According to R. L. 
Zahour, of the Westinghouse Lamp Works, awnings for 
shading the window front constitute one method, but 
the objection to this practice is that the awning can- 
not be lowered far enough to eliminate the reflections 
which appear on the lower half of the glass. In addi- 
tion, a great deal of valuable daylight is cut off. 

An effective and fairly satisfactory method of reduc- 
ing daylight reflections is the use of high intensity 
illumination in the window during the day. An addi- 
tional row of show window reflectors specially designed 
for this purpose, installed just back of the main row 
of regular equipment and fitted with 300 and 500 watt 
Mazda lamps, will greatly increase the amount of light 
in the window. A bank of flood lights focussed on some 
particular object on display is another scheme that will 
increase the visibility of the merchandise. It has been 
found from investigation that in order to obtain the 
maximum effect of the illumination in a window it is 
necessary that the background and floor material be of 
a light color, having a high reflection factor. 

Another extremely effective method of eliminating all 
window reflection is the use of curved glass. The 
window front is fitted with an inward-curving glass so 
that all reflections fall far below the eye level of the 
observer, and the view of the window trim is unob- 
scured. One difficulty may well be pointed out, how- 
ever, with this curved-glass method of handling reflec- 
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tions: It makes the very foreground of the window of 
less use. 





Question: What are the standard size price tickets? 
R. McR., New Orleans, La. 

Answer: For the benefit of those who are not fa- 
miliar with the different standard size price tickets, the 
following sizes are given, also the quantity of each size 
which may be cut from a full sheet of cardboard, which 
measures 22 x 28 in. 


8 price tickets, size 7 x11 in. 
16 price tickets, size 54% x 7 in. 
32 price tickets, size 342 x 51% in 
64 price tickets, size 2%, x 3% in. 

128 price tickets, size 1°4 x 2%4 in. 


256 price tickets, size 1% x 1% in. 

With these six different sizes, which may be written 
either upright or landscape, there is no necessity of 
cutting odd sizes which would only leave waste to be 
thrown away. 





Question: Will you kindly explain what is meant 
by the term, “Miles of Standard Cable.” I have come 
across this several times and have been mystified? 
R. M., Milwaukee, Wis. 

Answer: For many years prior to the advent of 
the vacuum tube transmission losses in telephone 
lines were measured in terms of the mile of standard 
No. 19 gage telephone cable at a frequency of 796 
cycles. When the repeater, employing the vacuum 
tube, came into use, however, this same unit was 
adopted as means of measuring repeater or amplifier 
gain. If a circuit is said to have an amplification of 
25 miles, it means that it would take 25 miles of No. 
19 standard cable to reduce the signal to its original 
volume. 





Question: Will you please explain the meaning of 
“candle power”? R. M., Washington, D. C. 

Answer: The candle is the standard of illuminat- 
ing power and was proposed to the Congress of Elec- 
tricians in 1889 by Picou. A 60-candle power lamp 
has about sixty times the illuminating power of a sin- 
gle candle. 


Reading matter continued on page 63 
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BUILDERS’ 
HARDWARE 


NATIONAL MANUFACTURING CO. 
STERLING nLLINOES 
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You can increase your sales and profits by selling this complete 
line of Builders’ Hardware. Sold direct to the retailer only. Write 


for Catalog No. 19 and price list. 


National Manufacturing Company Sterling, Illinois 
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company demands 
best procurable in 


them satisfaction 
twenty years. 









This is Hammacher- 
Schlemmer’s new build- 
ing. Such an up to date 


the 


ace- 


counting equipment. 
Elliott-Fisher has given 


for 
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are 100% filled 


Does your accounting system 
give this quick service 
to your customers? 


O quickly do customers’ orders go thru Ham- 
s macher-Schlemmer’s office routine that every order 
received by three o’clock is billed and shipped next 
morning. This speed is made possible by Elliott- 
Fisher equipment—twelve of these machines do every 
bit of the bookkeeping and billing work for this 


company. 


With greater accuracy than is possible by any other 
method, postings are made to monthly statements and 
ledgers in one operation. Valuable time is saved. 
When the end of the month comes there is no con- 
fusion—no delay—no need to call in extra clerical aid. 
Clearly written statements get into the mail promptly— 
remittances are coming in before the statements would 
be ready under less efficient systems. 


More than twenty vears ago Hammacher-Schlemmer 
hought their first Elliott-Fisher machine. They have 
been adding to their equipment ever since. How much 
this equipment helped Hammacher-Schlemmer’s rapidly 
expanding business is told by Mr. William F. Schlem- 
mer in the letter reproduced on this page. If your ac- 
counting system doesn’t measure up to the standard 
he sets, write us and we will tell you how it can be 
made to do so—economically, 


No change in System Necessary 


There is no need to change your present accounting 
svstem to secure the benefits of FElliott-Fisher, for it 
hts right into vour accounting system with very little 
rearranging. And not only does it handle the regular 
accounting requirements of the business, but it speeds 
up the work of other departments because it has the 
ability to combine several operations into one. 


Investigate now  Elliott-Fisher’s 
possibilities as a money-saver in your 
business. We shall be glad to tell you 
more about Elliott-Fisher. Let us 
send you vour copy of “Volume and 
Expense’—an interesting booklet we 
have recently prepared. It shows how 
other companies are profiting by using 
Elliott-Fisher. Fill out the coupon 
and mail it now. 


ELLIOTT-FISHER COMPANY 
342 Madison Ave. New York City 


Service and Supplies are second only in importance to machines. 
You can depend absolutely on E-F Service and EFCO. Supplies. 
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NEW 
The Automatic-Electric 


To the mechanically perfect Elliott- 
Fisher machine has been added—elec- 
tricity. All the exclusive Elliott-Fisher 
features have been retained—power now 
does what hands once did. Just Write— 
Elliott-Fisher Does the Rest—Just Right. 
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ELLIOTT-FISHER COMPANY 
342 Madison Ave., New York City 


(sentlemen: 


And explain more about Elliott-Fisher. 





Please send me my copy of “Volume and Expense.” 
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HACK SAWS 


Here are two brands of Hack Saw Blades you can offer your 
trade with the utmost confidence that they will produce the re- 
peat orders that make hack saw business profitable. 














GP-888 All Hard Blades 


(GS ~ Made of superfine hot rolled steel. Sharp milled teeth 
nen With just the proper set for fast, clean cutting. 


Every step in the specially developed hardening process 
is automatically controlled by sensitive electric devices. 


ALL-HARD No finer, more uniform blade for general all around 
work could be made. 








Se 
HARDENED SACK 
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GP-777 Flexible Blades 


(s ~ When twists and side strains are sure to be encountered 
eee, © flexible blade is the economical blade to use. 


The teeth and back are just as carefully hardened, but 
the center is left soft. 


FLEXIBLE It’s surprising how much grief these blades will stand 
and still perform very creditably. 


GOODELL-PRATT COMPANY 


: ae MASS., U. S. A. 
GOODELL-PRATT 
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The Tool Department 


Needless Variety 


By Dan. Thatcher 


“HILE ‘it is a pretty well established fact that 

WW the merchants who handle good varieties of 

tools are the ones who enjov good tool sales; 
there is such a thing as needless variety; some due to 
careless or thoughtless buying. Poor selling quite 
naturally follows poor buying. 

Needless variety ties up capital, reduces stock turn- 
over, clogs selling effort which requires concentration 
upon as few lines as possible, consistent with having 
enough to satisfy most people. Too much variety is often 
the result of buying from too many sources of supply. 
As more merchants follow the ideas of their most 
successful associates in the hardware business and 
confine their purchases to as few as possible carefully 
selected sources of supvly, they will have cleaner stocks, 
more turnover and find it easier to make more sales. 

In one store I recently found eight different brands 
of nail sets, not enough difference between them in 
price or pattern to warrant having more than three, 
and the stock could be confined to two without losing 


sales. 


HARDWARE AGE 63 


Charles Kurzon, New York City, has developed 
very substantial mechanic’s tool business 
through the use of permanent displays. 
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In another store I ran across a collection of screw 
drivers such as it would be difficult to obtain if one 
deliberately sought to acquire them. Some had been 
in stock for four years, others bought within thirty 
days. Needless varieties of this kind clog sales, they 
even make it confusing and difficult for people to decide 
upon or select what they want. 

In contrast to this “hodgepodge” of screw drivers, 
in one of the stores that enjoys a large tool business, 
I found the following assortment. One line, sizes 3, 4, 
5, 6, and 8 inch blades, shank running through fluted 
handle, headed at end. 

Same style cabinet pattern, sizes 314, 41, 5144, 614, 
814, 10% in. 

Another line, lower priced, good quality, with beaded 
handle, 4, 5, 6 and 8 in. blades. 
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Same style cabinet pattern 4!2, 6'2 and 81 in. blades. 

Machinist pattern, square shank, 2'2, 3'e, 4% in. 
blades. 

Another line perfect or knife handle, 4, 5, 6, 8 in. 
blades. 

Same style, machinist pattern, 4'% in. blade. 

One stub pattern and an assortment of small screw 
drivers. 

One line of ratchet drivers, 4, 5, 6 and 8 in. 

One medium and one heavy spiral ratchet driver with 
extra attachments and bits. 

Electricians regular pattern nonconducting head, 4, 
5, 6 and 8 in. blades. 

Electricians, cabinet pattern, nonconducting head, 4'%, 
5'5, 6'4 and 814 in. blades. 

With this good assortment of screw drivers are shown 
hand boring tools, awl and hollow handle magazine tool 
sets, 

Regular Patterns 

Regular pattern screw drivers are made with various 
types of handles, fluted, which have become popular, 
beaded or champion pattern, perfect and knife handle 
patterns which on account of their heft and ruggedness, 
appeal to machinists, garage mechanics and others desir- 
ing screw drivers for heavy work. The term regular 
pattern is determined mostly by the diameter of the 
shank, from ferrule to where it is flattened and tapered 
to blade, as well as width of cut. The term regular 
pattern can apply to drivers regardless of style of 
handle or whether shank is carried through the handle 
or just riveted in. 

Cabinet Pattern drivers as the name implies are in- 
tended for finer work, they are usually made with slim 
blades having long tapered point. 

Electrician’s are made in both regular and cabinet 
pattern—the word electrician’s really meaning a screw 
driver with non-conducting head, so that contact with 
live wires will not be harmful. 

Machinist screw drivers are extra heavy with square 
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shanks, so a wrench can be used on them, they are 
usually made with blades from 2 to 5 inches in length, 
although there are many special patterns made for 
specific purposes. Some of these are designated as 
stub patterns, one that I have in mind that is now sold 
quite generally, was originally created to sell to owners 
of Ford cars. 

Midgets and very small screw drivers are obtainable 
in assortments or as desired—many are sold for home 
use—they are handy for use around sewing machines, 
tightening eye glass screws and numerous other uses. 


Increasing Demand 


There is a steadily increasing demand for ratchet and 
spiral ratchet drivers—they are made for right hand 
only and rigid also for right and left hand and rigid. 
The spiral driver is a great tool, with it can be used 
chuck and drill points as well as numerous kinds of 
screw driver bits and attachments. Where shown and 
the various uses explained or featured it sells well to 
home users and mechanics. 

When we consider the uses and purposes of screw 
drivers, their general use in all shapes, homes and every 
place where screws are used, we have to concede to 
this little tool a place of importance that warrants 
every hardware merchant giving his assortment of 
screw drivers careful consideration. While the afore- 
mentioned assortment is that of one of the largest 
retailers of tools (who does not handle any poor tools) 
who buys staple sizes by the gross; it will be found a 
good standard upon which to add to or subtract to meet 
the ideas and requirements of nearly all hardware 
stores. 

Similar thought about other small tool lines will 
result in carefully selected stocks of sufficient variety 
without the needless that clogs sales, ties up needed 
‘apital and produces shop worn goods and bad im- 
pressions. 

Tool stocks and assortments invariably reflect or 
indicate the abilities and intelligence of store owners. 


Small Items 
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OUNTLESS small hardware items needed by everyone, everyday, are frequently hidden from view. An occasional 
window display of such lines should bring business and do a good service to your community. Kenneth B. Leven- 
good trimmed this display for Barker, Rose & Clinton, Elmira, N. Y. Many of the items shown sell at five and ten 


cents. 


There is a large market for the many small hardware items stocked in every hardware store 


Reading matter continued on page 66 
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{Yoncentrate — 


Concentration is a buying policy that 


pays dividends. It also helps sales 


Advantages of Concentrated Buying 


Every merchant steers his course amid many 
vexing problems. One of these is to choose the 
most profitable source of supply in a complex 
market covering thousands of items. 


Concentration is usually a money saver because 
it saves time and effort. Often, too, a buyer who 
decides to concentrate becomes a big buyer. Then 
he enjoys the advantages that big buyers usually 


get. 


Concentration Cuts Costs 


If your costs are less you can sell for less or make 
more profit, or both. The merchant who has the 
lowest cost has an edge on competition when it 
comes to selling. He can afford a better location, 
or better clerks, more advertising or make better 
prices. 


Low cost is a sound foundation. Buying when- 
ever possible from one source cuts costs in several 
ways. 


1. You save time in buying. Time is 


money. 


2. You save on freight and cartage charges. 


Buye's 






3. You save both time and expense in cor- 
respondence, checking bills and handling 
merchandise. 


4. You save time in bookkeeping and keep- 
ing stock records and paying bills. 


Unit Responsibility 


To be able to hold one reliable manufacturer re- 
sponsible is likewise a definite advantage. You know 
your source. You know the service you can expect. 
You make your business so worth while to that manu- 
facturer that you are bound to get instant attention. 
We are all human. You naturally give more atten- 
tion to the demands of a big buyer and a steady cus- 
tomer than to a small one. So it is all along the line. 


Small Tools from One Source 


If you decide to concentrate small tool purchases, 
we hope you will consider @TD as your source. 
In one line of the most exacting standards you will 
find screw plates, dies, drills, taps, reamers, gages, pipe 
wrenches and full line of pipe tools. Most of your cus- 
tomers know the line. Most of them have confidence 
in it. Hence complaints are rare and repeat business 
repays you for the selling effort you make. Let us 


talk with you about concentrated small tool buying. In 
the meantime send for catalog No. 49 of our com- 
plete line. 
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GREENFIELD §f TAP AND DIE 
( CORPORATION 
GREENFIELD, MASSACHUSETTS : 





New York—15 Warren Street 
Detroit—224-226 W. Congress St. 






Chicago—13 So. Clinton St. 


a | 
| 2 
J Greenfield Tap & Die Corp.) 
* Greenfield, Mass, - 
a 
: Please send me a copy of your catalog : 
& No. 49. ' 
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sectional view 
shows the pat- 
ented FF. & WN, 
self-adjusting de. 
vice that keens 
F. N. Mowers 
im constant, per- 
ject adjustment 
throughout their 
‘ife, 
















Self-Adjusting 
Ball Bearing 


Device 


hag with the famous F. & N. self-adjusting 
ball bearing device give you exclusive sales 
advantages. No annoying dificult screw adjustments 
on the reel bearings are ever necessary. There's no 
poor mowing from neglected or improper bearing ad- 
justments. And there's no chance for lost motion. 
neglect or undue wear. 

All materials are of the highest grade. Every part 
is machined and fitted to mathematical precision— 
not just rough machined and bolted together. Parts 
are all made in the F. & N. factory—the largest lawn 
mower factory in the world—and not merely as- 
sembled. They are interchangeable. 

The VULCAN model, above, is a high speed mower 
that operates quietly and efficiently for an unusually 
long time. It comes to you with its bearings properly 
adjusted—and they stay that way. 


Ask Your Jobber for Full Information, Catalog, and 
Beautiful Cut-Out Show Cards, etc., or Write Us 





Genuine Timken Bearings 
see 6 | P| SS. 


Triumph Mower 
was the first to use 
genuine Timken 


Roller Bearings— 
generally considered 
the finest in the 
world. 

























The FEN 


THE WORLDS LARGEST LAWN MOWER MFGA. 


RICHMOND, INDIANA, ~ U.S.A. 














The World’s Oddest House 


(Continued from page 27) 





William Winchester, who was a son of Oliver Win- 
chester, who was the inventor of the Winchester rifle. 
They resided in New Haven, Conn., and there William 
Winchester died some 40 years ago. 

“Shortly after William Winchester’s death the widow | 
removed to California. She bought the 160 acres com- 
prising Winchester Park, which at that time had a 
house of about nine rooms. It seems that Mrs. Win- 
chester believed she was bidden by spirits to add to 
this house, and for 36 years she did add to it, constantly, 
employing an average of 22 carpenters the year around. 
It is said she believed she would live as long as she 
continued to build, but death overtook her while she 
was still adding to her unique establishment. 

“And her death found many rooms in the house still 
unfinished. In addition to building new rooms she was 
remodeling older rooms and her death came as a tre- 
mendous anti-climax to a work that nobody ever has 
been able to understand. But there it stands today— 
Mrs. Winchester’s monument—the world’s largest 
residence. 

Ready to Carry On 


“When she died there were found in her warerooms 
quantities of hardware, light fixtures, sash and doors, 
art glass windows and doors, many high grades of 
interior wood finish, mantels, rolls of lincrusta—used 
for decorating—shutters, screens, tile, hardwood floor- 
ing, plumbing—in short, everything needed for a con- 
tinuation of her continuous building program. Much 
of this material lies untouched today in the warerooms. 

“If the Winchester Mystery House were to catch fire 
and be consumed, the conflagration would resemble the 
obliteration of an entire village. For it is a frame house 
throughout, constructed of many kinds of wood—pine, 
redwood, cedar, oak, ash, walnut, maple, cherry, ma- 
hogany, rosewood and others. 

“It is apparent that Mrs. Winchester had a flair for 
the numeral 13. There are rooms having 13 windows. 
There are doors with small glass lights, the lights placed 
13 in a row. There are chandeliers having 13 gas jets. 
There are ceilings having 13 panels. In the house there 
are 13 bathrooms. And when Mrs. Winchester died 
there were 13 safes in the house, some of them placed 
in fireproof vaults. 

“Many turned porch posts were used in the construc- 
tion of this house, both inside and out, all of them 
installed topsy turvy, with the small turned part to the 
bottom instead of the top. 

“In this gas lighted house the gas can be turned on 
and lighted by one pressure of a wall button. Pres- 
sure of a second button will shut off the gas for cooking 
or for lighting. There was convenience here, and no 
need to worry about running short of matches. 

“Only a woman could have conceived the closets and 
linen rooms which abound in the Winchester Mystery 
House. Some of the linen rooms are equipped with 
cedar drawers that run on roller bearings. 

“To the builder and architect the house is an amaz- 
ing thing. Doors opening on blank walls, stairways that 
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rise to a solid wall or ceiling, with no outlet. Inside 
rooms with doors and windows screened. 

“The housewife’s hand is seen in the porcelain laun- 
dry tubs, with washboard and soap dish molded into 
the tub. 

“And inlaid floors. One was laid to show light and 
dark stripes or panels, when looking from one side of 
the room to the other. Look at the floor in the opppsite 
direction and the colors are changed. What appears 
light from one side of the room will be dark from the 
other side. 

“Many of the doors and windows are of cut glass 
inlaid with German gold and silver. The front en- 
trance doors, of cut glass, are valued at $2,000, while 
many of the art glass windows are worth $1,000 each. 





Cozy in the Wintertime 


“As for fireplaces, there are 47 of them. And six 
heating systems. And in addition to its own gas plant 
the house has its own sewer system and waterworks. 

“After you have inspected all these oddities, examined 
gold and silver chandeliers, goofy stairways, rooms | 
floored with trap doors, secret passageways and the like, | 
to say nothing of the electric and hydraulic elevators, 
you may feel that the spirits must have been completely 
happy in this strange habitation. 











There Is No Substitute 


Advertising is not a substitute for hard work. In 
fact, nothing has been discovered as yet that will take 
the place of labor, unless it is to be born rich. 

To be sure, some “get-rich-quick” artists are alleged 
to have a receipt that lifts them out of the laboring 
class, but it usually furnishes work for their lawyers. | 
And frequently it puts them in the hard-labor class for | 
five, ten or twenty years, with some time off for good 
behavior. —The Keystone. 











There used to be a store in my town where, no mat- 
ter what you bought, you were informed that one or 
the other of the people in that store, a member of the 
firm or an employee, has just recently taken a dupli- 
cate of that very item of stock and had used it or was 
using it and thought it the very finest of its kind ever 
known. 

In my experience a very little of that stuff goes a 
long way. With some customers it doesn’t go at all. 
That type of sales argument must be handled with 
great discretion or it may have a reverse influence 
from that desired. The “I wear one myself” sales- 
man in the haberdashery may or may not make a hit 
with you. At all events you are very likely to feel 
that in matters of taste or judgment, you would rather 
bank on your own. Anyway the store mentioned above 
has long been out of business. —C. F.C. 








Selling is made easier when the salesman can inspire 
confidence in himself and in the article he is selling. 
The salesman who talks freely, easily and knowingly 
about an article is the salesman who inspires con- 


fidence. 
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Are You Ready for 


Armstrong Customers? 


Our advertising tells mechanics in the Pipe 
Fitting and Threading Tool fields to ‘‘Buy 
from YOU instead of us.”’ 

Are you stocked with GENUINE ARMI- 
STRONG PIPE TOOLS and ready to supply 
customers? Do you tie up with this advertis- 
ing—display Armstrong Pipe Tools in your 


| store and window and secure the full benefit of 


our campaign, plus the sixty years reputation 


back of Armstrong Quality? 


It is one thing to have mechanics come to 
your store and ask about certain tools—quite 
different when advertising sends them to their 
Retail Hardware Dealer with their minds 
made up to BUY them. 


Please order from your Jobber instead of 
from us. 


Have you our latest Catalog? 


The ARMSTRONG MFG. CO. 


Our Only Addresses 
Main Office and Factory 
BRIDGEPORT, CONN. 


New York Office: 181 Lafayette St. 
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HIGH SPEED 
HEAVY PRESSURE 
LARGE CAPACITY 
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Make Quick Sales 
with these Sellin 
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. Points 7 


of every sale are the “'sell- 
ing points’ — these 
provements which by right 
of originality and proven 
merit are worthy and 
entitled to special mention 
by the salesman and equally 
serious consideration on the 
part of the prospective 
buyer. 

Myers Self-Oiling Pow- 
er Pumps have many ex- 
ceptional ‘selling points.” 
For the dealer they break 
down sales resistance. For 
the purchaser they are a 
revelation in modern meth- 
ods of pumping water by 
power. All of 
means more power 
business for Mvers dealers. 
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SF REGISTERED 
TRADE NAME 


BULLDOZER 
POWER 
oUNMPS 


Myers Self-Oiling Power Pumps are serv- 

thousands of satisfied users in every walk 
Industrial, commercial, mining 
agricultural activities employ them to pump 
cold and hot water, oil and other liquids. 
Homes without number depend on them for 
their daily water supply. 
styles and sizes in which this modern line ts 
now built permits of this wide and successful 
distribution through dealers, here, 


everywhere. 
Your copy of our new Catalog, No. SO2 
May we send tt to you by return mail? 
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THE F. E MYERS. & BRO.£° 
ES ASHLAND, OHIO. 2a 


ASHLAND 





PUMP AND HAY TOOL WORKS 
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charges. 
_ but many a man who believed he had sufficient evidence 
that an employee has been guilty of dishonesty, has 
found himself utterly impotent to prove it when brought 
into court. 
'cannot be assailed. 


and | 


defended vigorously, pleading in all manner that 
And the range of | 
know he was doing it. 
there and | 


against the A Co. for $5,000, which the Appeal Court 


is ready. | 


cut down to $3,000, but think of $3,000 for the mere 
pleasure of slander. 
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A Place to Go Slow 

Elton J. Buckley says loose talk about former em- 
ployees is fraught with danger 

- § ERE is a situation which it may be useful to lay 
H before the readers of these articles. It shows 

what may happen when we indulge in loose 
talk about a former employee; a thing all of us are 
very likely to do, especially where he has left us under 
circumstances that leave us resentful. 

A concern that I will call the A Co. had a branch store 
under the charge of a man named Mount, who acted 
as head salesman. Working for Mount was a man 
named Brewer, who also acted as outside salesman. 
Disputes arose and Brewer got out, but immediately 
set up for himself, soliciting business from the people 
Mount had been accustomed to solicit. Mount was 
naturally incensed, and set about killing Brewer with 
the trade. His method was possibly logical and would 
have been very effective had it been founded on the 
truth. Whenever he would call on a customer and find 
that Brewer had been there before him, he would say 
something like this :— 

I can show you that Brewer does not deserve the 
confidence you have in him. He has been guilty 
of forgery. He forged my name to a check and got 
the money. He is also short in his accounts, and I 
want you to read these affidavits, which will show 
you that he has been guilty of other crimes, and 
that you should not, and I am sure, after reading 
them that you will not continue having confidence 
in him or do business with him. He was also 
mixed up in some money that had recently been 
stolen from the company by one Hartnett. 

Pretty strong stuff, but no stronger than many an- 


'other business man uses under similar circumstances. 
Let me say here that the only time it is absolutely safe 


to use such statements is when you have a signed and 
sealed confession from the employee admitting the 


If he has given you that he has no answer, 


Better not say it unless you have proof that 


Just as in this case. Brewer, contending that all the 
charges were false, sued the A Co. for several thousand 
dollars damages on the ground that Mount had slan- 
cered him, and that Mount’s employer the A Co., was 
for the acts of its agent. The A Co. 
it 
had not authorized Mount to malign Brewer and did not 


responsible 


The defense failed. The jury rendered a verdict 


Apparently at the trial no serious effort was made to 
prove the charges against Brewer true. No doubt it 


was another of the cases I have so often seen, where 
business men make serious charges on what they think 
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good evidence, but the evidence goes to pieces when 
subjected to legal rules. 

Here’s an extract from the decision of the Appeal 
Court in this case, which can be added to the business 
man’s “Don’ts” :— 

It is settled law “that for acts done by the agents 

of a corporation, either in contractu or in delicto, 
in the course of its business, and of their employ- 
ment, the corporation is responsible, as an indi- 
vidual is responsible under similar circumstances.” 
This doctrine has been approved and reaffirmed by 
the Supreme Court in many cases. “It neces- 
sarily follows that a corporation is liable in slander 
if slanderous words are uttered by an officer, agent 
or servant of a corporation in the course of his 
employment, as well as when slanderous words are 
uttered by the direct authority of the stockholders 
or directors.” In Mills vs. Grant Co., 233, Mass., 
140, “Plaintiff was in charge of one of defendant’s 
stores, and while defendant’s manager was making 
an inventory left the store without explanation. M, 
a friend of plaintiff, stopped at the store and in- 
quired for him, and the manager told him that 
plaintiff had acted in a very peculiar way and went 
off without saying anything, and that his stock and 
cash were short. Held, that defendant was liable 
for the manager’s language, as he was engaged 
in its business and acting in its behalf when the 
words were spoken, and they referred to plaintiff’s 
acts in the work for which he was employed.” 

In this case the A Co. was a corporation and that is 
why the court spoke of a corporation. The rule would 
have been the same if the employer had been either a 
partnership or an individual. 

(Copyright, Aug. 7, 1926,-by Elton J. Buckley, Esq., 
Counsellor-at-Law, 1206-11 Liberty Building, Broad 
and Chestnut Streets, Philadelphia, Pa.). 





Unlucky Points 


From the point of view of efficiency the following are 
very unlucky: 

(1) Arriving ten minutes late. 

(2) Quitting work ten minutes too soon. 

(3) Starting a job before planning it. 

(4) Spelling a customer’s name wrong. 

(5) Putting the blame on some one else. 

(6) Making the same mistake twice. 

(7) Taking eight hours’ pay for six hours’ work. 
—The Efficiency Magazine. 





To have your eyes fixed on a job and fail to land it 
is not half so disgraceful as to lack the ambition to try 
for the job higher up. Failure may be due to things 
and conditions which may be overcome next time. 


Try again, 


If you fear criticism and dislike hard work, stick 
to the job at the bottom of the ladder. The positions 
at the top carry the big responsibilities as well as the 


big money. 
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Convinces Another! 


You have probably been considering the matter of 
installing some kind of store fixtures for a long time. 
You have no doubt realized that they will make your 
store more attractive, more orderly; they will classify 
your stock, simplify your work and that of your clerks, 
reducing the time necessary to wait upon customers, etc. 
But the one big point you want decided is, Will 
Warren Fixtures increase your sales?’’ Our answer, from 


experience, is, THEY WILL! 
WARREN FIXTURES 


We may appear prejudiced, but here is what other re- 
tail dealers have to say, after installing Warren Fix- 
tures: 


“‘We are very much pleased with Warren Fixtures. 
They have increased our sales two-fold.” 


—Graham & Pecard 
“Warren Fixtures have increased our sales fully 


100%. We have been using them for the last 
three years.” . C. Spicola & Sons 
“Warren Fixtures have denied our business 
considerably. —Ford Hardware Company 


“We made a good investment in buying Warren 
Fixtures as they notronly increased our sales on 
account of the display feature, but—,” 
—F. Wilking Sons Company 
“A good investment. They paid for themselves in 
increased sales and added efficiency the first few 
years, and have earned a nice dividend on the 
investment every year since.” 
—Warner Hardware Company 


These merchants are securing increased sales through 
better displays in less space—often with less stock. 
What they have done you can do, whether you are 
located in a small community or in the busy section 
of a metropolitan city. 


Why not send us a floor sketch of your store and 
let us show you how Warren Fixtures will increase 
your sales and profits? Catalog of Warren Fixtures 
upon request. 


J. D. Warren Mfg. Company 
Capitol Bldg. (Formerly Masonic Temple) 
Chicago, Illinois 
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Placing Accessories to Sell Themselves 


(Continued from page 29) 


not disappointed. For that reason they may drive a 
hundred miles if necessary to reach his accessory store 
and be confident that he will have what they want, and 
he seldom fails to have it. 

Then there is a feature about that accessory depart- 
ment that is not commonly seen among the West Vir- 
ginia mountains, and Pennsylvania mountains, too, and 
that is a trunk and bag department. Motorists drop 
in, look around and remark: “Bags, too?” “Sure; 
what can I show you?” Many checks of $10 to $25 are 
dropped into the money drawer because motorists can 
discard an old worn bag and replace it by something 
to their liking right there on their ways to Washington 
and other eastern cities. The big trunks are the last 
bulk articles to be given space on the busy first floor; 
other articles not requiring as much space have been 
consigned to the basement, but trunks are there in full 
view from both the store and alley entrances to the 
accessory store. 

One old-fashioned counter remains, that is the con- 
ventional counter whereon goods are wrapped up while 
the customer stands on one side and the clerk on the 
other. Hall is going to rip it out. He is not satisfied 
to let is use up so much valuable floor space, and, fur- 
thermore, he is against anything that cuts in between 
customer and clerk. He admits he has been a long time 
in coming to it, but now that he sees it he is going to 
let the customer get to the goods. 


A dish department wherein are to be had a long line 
of porcelains and Haviland china is not exactly new in 
hardware stores, but there are very few such stores in 
western Pennsylvania and West Virginia, but Hall has 
one that is a money maker, according to a recent ad- 
mission. These display tables loaded tastily with dishes 
to meet the needs and whims of the most fastidious 
persons are in full view of the motorists and their 
wives who chance to go into the accessory store. Of 
course, hundreds of dishes are needed by campers, and 
Hall sells them because he has what they need within 
a half dozen steps of the tables where the men folk are 
buying spark plugs, patces, glue and other emergency 
needs. 

Near by the dish tables are lunch baskets and small 
rag rugs, just right for persons who hesitate to sit on 
the grass. In fact, within a very few feet of the spark 
plugs and the dishes are knives and forks, napkins, 
paper plates, drinking cups, camp cooking outfits and 
thick, warm robes and blankets, raincoats and rubber 
blankets. Other things might be listed, but Hall’s suc- 
cess has shown conclusively that an auto accessory de- 
partment fits in perfectly with a live hardware stock. 
Each line of goods when properly placed, with refer- 
ence to articles in the other department, boosts busi- 
ness in the other. In this sense, Hall contends that 
the automobile accessory department is more success- 
ful than an isolated accessory business. 





























Moe’s Poultry Supplies 


Our No. 3 Mammoth Hopper for feeding dry mash. 
Holds more than a full bag of feed and prevents 
waste. 

A big seller. Send for New Catalog which describes 
- complete line of Poultry Sup- 
plies. 


Hoeft & Company, Inc. 
Manufacturers 
2305 Davis Street 
NORTH CHICAGO, ILL. 





BETTER LOCKS 
BIGGER PROFITS 


with 


INCREASED 
SALES 


can be easily 
obtained by 
handling the 





No. 250B 


Set No. 250B is a mortise set of sturdy structure and attractive 
lines. The Glass Knobs are beautifully designed, ground and 
polished, silver backed, giving high lustre. In short, a REAL 
“BUY” and easy to sell. We have many more attractions to 
offer among which is our patented Dead Bolt Night Latch. 


Send for our new catalog No. 7—our line will interest you. 


BRANCHES 
I OE a Ee ee gt nek © beens See New York City 
ge a ra ts eer are eee Philadelphia, Pa. 
RRR SR RS MEN Cn a Mle HR UE Detroit, Mich. 
a ey arr ha ee hicago, til. 
tn. ott abe dine BU eed US 6 bees oon sees San Franciseo, Calif. 
DIE: i. << paccvdusthbbeabgateiucnassewtoben os Angeles, Calif. 





i) INDEPENDENT IOCKCO.G®> 


Fitchburg, Mass., U. 8S. A. 





Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass 
Knob Seta, Key Blanks, Auto Switch Keys and Hardware Specialities 
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Shall We Add Another Store? 


(Continued from page 26) 


priation isn’t any great saving, but it becomes so when 
you advertise ten and so on. 

In the case where a novel merchandising policy is 
to be extended to other fields, we have something more 
tangible. But it requires an extra careful analysis 
of the new conditions; what makes for success in 
this respect in one location may fall flat in another. 
You may, for instance, get out of your price class 
without realizing it. In such a case the novel selling 
policy will not save the situation. 

When a first class opening appears for an additional 
store and is first class beyond any doubt, the dealer 
is on the right track. Even the larger chain store 
managers admit that such opportunities present them- 
selves once in a while. But even then a certain 
amount of proof is required. 

There is a good deal of advantage in knowing what 
other retailers near your future shop are doing— 
whether they are in a “buying neighborhood.” If their 
sales are low, in the aggregate in comparison to others, 
it argues against your location. 

Of course, future development is a matter of prime 
importance. It also is a somewhat intangible thing 
to guess at. Realty experts, employed by the larger 
chain groups are largely expert guessers in this re- 
spect; but it is possible to get down to brass tacks 
and find replies to a few concrete questions covering 
the matter. 

I recently examined the report of a staff man, made 


to the general manager of an important store chain 
and it covered the future possible development of a 
new location under consideration. 

It included a description of local transit plans got 
from the street railway company, a report on paving 
and street widening projects in the vicinity, a state- 
ment from the head of a bus line which has plans for 
new trunks in the locality and the reports of inter- 
views with local realty agents and property owners 
as to property transfers over a period of years. 

It also included a detailed report on the owner- 
ship of surrounding property with statements as to 
contemplated building plans insofar as they were then 
known. 

It gave the height of the buildings already planned, 
also notes on their type and cost. With this was a list 
of leases for stores already signed in these new struc- 
tures.’ 

The independent retailer could scarcely go this far 
though it might well pay him to do suv. 

With a possible 20 points which call for answers, 
how many should be favorable in order to warrant pro- 
cedure with the branch store plans? 

Certainly not all of them must be favorable. The 
chain store people assemble their data by points and 
usually if 12 points out of 20 are favorable, they pro- 
ceed. 

Then, there is the financial end of the move. 

Any dealer who is thinking of adding a unit must, 





GORAIN 





Weed Screws 
Drive Screws 
Ceach Screws 
Machine Screws 
Set Screws 

Cap Screws 

Saw Screws 
Thumb Screws 
Hand Rail Screws 


Special Autematic Screw 
Machine Products 


Steve Belts 

Tire Bolts 
Agricaltural Bolts 
Sink Belts 

Hanger Belts 
Machine Serew Nuts 
Steve and Tire Bolt Nuts 
Semi-Finished Nuts 
Castellated Nuts 
S.A.E. Nuts 

Jeck Chain 
Plumber’s Chain 
Register Chain 
Safety Chain 
Fernace Chain 
Ladder Chain 

Sash Chain 
Escutcheon Pins 
Speedometers 








CORBIN 
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UNIFORM QUALITY and ADEQUATE STOCK 
The CORBIN SCREW CORPORATION 


The Americen Hardware Corp., Successor 


Warchouses—New York, Chicago, Philadelphia 


et  € 2 € AW e 





_—_— 
—_—- 
— 
-_—— 
_ 
—_— 
——— 
—_ 
—_—— 
—_—_—_— 
—_— 
SS 
a 





lili 
ee 
a 
am 
i 
a 
ll 
al 
ee 
ne 
a 
lll 
a 
a 
le 
ee 


NEW BRITAIN, CONN. 
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“Smiling Through” 


Many a housewife has gone 
“smiling through” with a 
Boller Mop Wringer, likewise 
the dealers who made the 
sales. 


The Boller is built right and 
stays so. It wrings the mop 
dry, saves hand labor, has 
nothing to get out of order 
and you do not need to carry 
repair parts. 


They wring the mop properly 
and save the mop. All types 
have features not found on 
other makes. Built to last. 


Made in 34 styles for house- 
hold and janitor use. All 
backed by our long experi- 
ence of nearly 30 years in 
the business. 


Jobbers can secure’ both 
makes from us direct. Deal- 
ers can buy both from their 
Jobbers. 


PETER PyOLLER MACHINE WORKS 


126-128 N. Curtis St. Chicago, II. 








—————— 





KNOWN QUALITY 


Means easy sales and 


Satisfied Customers 
SHARK BRAND CHISELS 





Butt Beveled Edge 
Regular Beveled Edge 
Socket Chisels 


have been know to the trade for gen- 
erations. 


Because of their reputation as de- 
pendable tools, they sell with little 
effort, which means sure profits to 
you. 


Sturdy and well made chisels that 
craftsmen and lovers of good tools 
appreciate. 





Manufactured by 
E. A. Berg Manufacturing Co., Ltd. 
ESKILSTUNA, SWEDEN 


Order from your jobber today, or write. 
We carry a full line of Swedish Made Tools and Hardware. 


SCANDINAVIAN 
WESTERN IMPORTING COMPANY 


116 Broad St., N. Y. 


509 E. Hennepin Ave. 
Minneapolis, Minn. 


Coristine Bldg. 
Montreal, Can. 
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as a matter of course, know how he is going to finance 
it in the early stages. He may be easily misled by 
continued success in his old store and expect the new 
one to do as well—immediately. 

But it is safest to figure that it won’t. 

Friends have to be made and their needs studied. 

Now and then we hear it said that “there are too 
many in the trade.” 

What really is meant is that there are too many in 
the trade here or there. 

It is a question of frequent faulty distribution of 
retailers. 

This in turn is due to independents starting up new 
stores on mere hunches, without a careful investiga- 
tion of the potential market in each case. 

It always pays in the case of a small chain store 
operation to have stores within reasonable distance 
of each other. This greatly reduces the cost of man- 
agement. 

It makes simpler the exchange of stock. 

And it is a firm principle now to make each new unit 
stand on its own legs. 





Bet She Deserves It 
By Exilda H. White 


You’re a meaner man than I think you are, 
You, John or Bill or Davy 
If your wife stands over a kitchen range 
On these hot days 
With a roaring blaze 
A-cooking herself to gravy. 
(She needs an oil stove!) 
Have you stopped to think, when you’re at the sink 
A-washing up fresh for dinner 
That the sun’s rays kill—and the stove’s heat will? 
Yes, she’s here yet, 
But it kills her pep. 
Don’t be a thoughtless sinner. 
(Buy her an oil stove!) 


The above stanzas were used by the publisher of a 
Wisconsin weekly in furtherance of its hardware mer- 
chants’ summer stove campaign. 


* *% % 


“How do you know the defendant was drunk?” queried 
the lawyer. 

“Well,” replied the witness, “I saw him drop a nickel 
in a patrol box, then he looked up at the clock on the 
courthouse tower, and said: ‘My Gawd! I lost fourteen 


pounds.’ ”’ 
* * 7 


You may be too far away to tell a person about your 
goods, but you can always telephone. 


2 = 


A merchant failed recently. He had $40,000 worth 
of well-bought merchandise that was not half sold. 
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Business Analysis and Forecast 


(Continued from page 38) 





heavily, although not exclusively, upon the trend of the 
P-V line barometer. This barometer of general busi- 
ness is still pointing downward, although very slightly. 
This condition reflects the fact that commodity prices 
have declined while the physical volume of trade has 
not increased, which is taken to indicate that the demand 
for goods has weakened. The very slight decline in 
the P-V line of late, however, suggests that for the 
present an equilibrium between demand and supply is 
nearly reestablished. It may be doubted if there has 
been enough curtailment on the average to bring a 
thorough readjustment, and certainly there has not 
been enough to allow a sustained period of expansion. 

Our adjusted index of ingot production held up in 
June and is now widely divergent from the P-V line. 
This is one of the several indications of similarity be- 
tween present conditions and those that existed in 1923, 
when the divergence was even more pronounced. 

The outcome in 1923 was a sharp decline in the in- 
got output between August and December. At that 
time about seven months elapsed between the down- 
turn in the P-V line and any pronounced change in 
ingot production. Will a similar period elapse this 
year? 

In the first five months of 1923 the activity of steel 
consuming industries was not quite so great as has 
been the case this year. In that period, too, the aver- 
age price of finished steel was a good deal higher than 
it is now. Also ingot production was more out of line 
with normal requirements, and in fact general over- 
production clearly existed. It might be argued, there- 
fore, that conditions are now more favorable for main- 
taining a high level of steel output at present than was 
the case in 1923. 

On the other hand, the long-time outlook for build- 
ing activity is less favorable now than then, and the 
general activity in steel consuming industries has at 
last fallen below a normal relation with the ingot out- 
put. It, therefore, is likely that curtailment will be 
required within a month or two, but the possibility 
remains that such curtailment need not be drastic. 





Feature Programs 


In connection with window and interior displays of 
radio it is a good idea to use a show card on which 
you call attention to the broadcasting of some special 
sporting event or some interesting feature on the regu- 
lar programs. Let people who haven’t radios know 
what they are missing. The average American is no 
longer interested in radio solely for the sake of the 
novelty of the thing. The various musical, sporting and 
political events are what interest him, and the more you 
tell him about these the more you are boosting your 
radio sales. 
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WS-75A Dish Drainer 
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A Popular Dish Drainer 
That Always Sells 


This strong and attractively finished dish drainer 
is made of electric welded steel wire. It will 
stand all the abuse that kitchen equipment is 


subject to. 


Put in a stock of these and other popular Union Prod- 
ucts. It won’t take long to sell them and they'll yield 


a nice profit. 


Union Steel Products Company 
Albion Michigan U.S.A. 
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There is a steadily increasing demand for “An- 
chor” Brand Cutlery for hotels, restaurants and 
home use, because of its Uniformly Good Quality. 


Send for Special Catalog devoted to these par- 
ticular lines. 


LAMSON & 
GOODNOW MFG. CO. 
Shelburne Falls, Mass., U. S. A. 
New York Office—36 Warren St. 


Chicago, 1732 Republic Bldg. 
San Francisco, Wells Fargo Bldg. 





Boston, 7 Water St. 
St. Louis, Victoria Bldg. 
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The problem of the school boy serves 
Y to keep the home sires learning. 
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Hubby—I like those clinging gowns 
on you. 
Wifey—I should say you do—this 


ne has been clinging to me for over 


a year. 
* * * 


“Why don’t you marry her?” 

“She has a slight impediment in her 
speech.” 

“How sad! What is it?” 

“She can’t say ‘Yes’!” 


—Dartmouth Jack o’ Lantern. 


* * * 


Robert’s parents were figuring 
household expenses, when his muthei 


cried, disgustedly, “Oh, I can’t figure! 
“Daddy’s right!” exclaimed the son 


of the house; “women don’t make good 
business men.” 


‘9 


* * * 


A city and a chorus girl 
Are much alike, ’tis true; 

A city’s built with outskirts, 
A chorus girl is too! 


* * x 
City Feller—“Say! Is that bull 
safe?” 
Rustic—“Well, he’s a dang _ site 
safer’n you are!” 
a * + 
“What? Marry you? You should 


Be 


know better! 
“I do, but none of them will have 
me.”—Georgia Cracker. 
+ >» * 
Passenger—What makes this train 
so slow? 


Irate Conductor—If you don’t like 
it, get off and walk. 


Passenger—I would, only I’m not 
expected until train time. 
a * * 
She (enthusiastically): “Oh, I 
would have given anything in the 


world for that vase.” 
He: “Well, why didn’t you buy it?” 
She: “Buy it! Why, the man wanted 
eighty cents for it!”—Jewelry Guide. 





Dad—Remember, son, that beauty is 
only skin deep. 


Son—That’s deep enough for me, 


Dad, I’m no cannibal. 
* ~ eo 
He: “The roadster’s running a little 


badly tonight—” 

She (cynically): ““Ye-es! A cylinder 
is going to miss in a few minutes, and 
we are going to just have to stop by 
the bend in the river up yonder, and 
no, I haven’t any objections to just 
one little kiss occasionally, but not 
from you, and no, I’m not interested in 
the I-got-it-from-a-friend-who-brought- 
it-back-this-summer Scotch you have on 
your hip, and yes, I’m sometimes a 
prude, and no, I don’t love you just a 
wee, wee bit, and yes, I know my eyes 
are attractive and I realize you don’t 
say this to everybody. . However, 
I will take one little drink and let you 
park for just a few minutes.”—Vir- 
ginia Reel. 





“Harry is mighty businesslike. I 
wonder how he broke the news to Phyl- 
father after their secret mar- 


ei 


lis’s 
riage. 

“He simply wrote on his business 
card: ‘Please find your daughter at- 
tached hereto.’ ” 





A professional beggar of Chicago ex- 
pressed his surprise at finding a col- 
league in an unaccustomed part of the 
town. 

“What are you doing here, Bill?” 
he demanded. I thought your stand 
was near the bridge.” 

“Oh,” explained the other, “I gave 
that to my son as a wedding present.” 


* 2k * 


A hole in a screen door has one ad- 
vantage: After all the flies in the world 
have crawled through it, you then can 
eat in peace on the back porch. 


* * * 


There is a certain youngster who 
isn’t going to be subpoenaed as a 
witness any more by a certain attorney. 
One case is enough to lose. 

The local youth was on the witness 
stand, when the lawyer started to ex- 
amine him. 

“Have you an occupation?” asked the 
attorney. 

“None.”’ 

“Don’t you do any work of any 
kind?” 

“Nope.” 

“What does your father do?” 

“Nothin’ much.” 

“Doesn’t he do anything to support 
the family?” 

“Odd jobs once in a while.” 

“As a matter of fact, isn’t your 
father a worthless fellow, a dead-beat 
and a loafer?” 

“I don’t know,” the witness replied. 
“You better ask him; he’s sitting over 
there on the jury.”—Paton’s Monthly. 

aa * cal 

Peevish Pete: “I didn’t get much 
sleep last night.” 

Solomon: “What was the trouble?” 

Peevish Pete: “The window shade 
was up.” 

Solomon: 
down?” 

Peevish Pete: 
across the street.” 


“Why didn’t you pull it 


“IT couldn’t reach 
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One Automobile Company 
Bouget Two Carloads 


They wanted them for 
use on their 20,000 trucks. 
They investigated and 
learned that Pioneer Fac- 
tory Truck Casters really 
withstand wear and break- 
age. 

Jobbers and dealers—send 
for catalog and prices. 


PIONEER CASTER & 
MFG. CO. 
Indiana 





== Elkhart 
25 Years of Experience 














The Perfection Pocket Level and 
Plumb Attachment 


This handy pocket level is 
accurate. It can be used for 
the most particular work. Two 
steel clips allow attaching the 
level to a square for plumbing 
or leveling. Retails for 60 
cents. 

We furnish the dealer with an 
attractive counter display that 
makes sales easy. 

Write for full details. 
Modern Utilties Co. 


Manufacturers 
140 So. Second St. 
Harrisburg, Pa. 
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TRADE-MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX,and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 





This NEW ‘Zimmerman 
Casement 
Fastener 













makes 


New Business 
for Hardware Merchants 


The refinements in the New Zimmerman Casement Fast- 
ener are revolutionary and startling. It is a better fastener. 
More practical, more sightly, more efficient. Lower in cost, 
and architecturally pleasing. Made in three durable finishes: 
Dull brass, antique copper, and nickel plate. 

We are advertising the New Zimmerman Casement Fast- 
ener and the Zimmerman Shutter Fastener in a national 
way. Architects, builders and home owners are asking for 
them now. Your sales will start the day you display Zim- 
merman Fasteners in your window. Write us at once for 
full particulars, and plan to get your share of this desirable 
and profitable business. 


THE G. F. S. ZIMMERMAN Co., INc. 


7IMMERMAN 


FASTENERS for SHUTTERS and CASEMENTS 


The Most Efficient, Eco- 
nomical, and Durable 
Torch Manufactured 


Costs but little more than 
ordinary Torches. 


Double Blunt Point Needles 


and correctly designed generator 
combined with best pump-in-tank 
equipment adds years to its life. 
Yes! We warrant it to please 
you. 


Jobbers supply at factory price. 
Clayton & Lambert 


Mfg. Co. 
6275 Beaubien St., DETROIT, MICH. 

















No. 208 Torch 
Ask for latest price 








a beautiful knife 


that CUTS and LASTS 
GENCO 








Stainless 
814” blade; Utility 
cocobola handle Carver 


Order from No. 45 


Wholesaler 





Geneva Cutlery Corporation, Geneva, N. Y. 
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Reg. U. S. Patent Office 


ROOFING NAILS 


Made in one-piece, heads cannot 
loosen. Extra large cup heads 
give wonderful holding power. No 
chance for a leak. They drive in 
from any angle, wear better than 
other nails and last longer. Quick- 
est to lay—no assembling. 





Sizes 1" & 1%” 
Packed im 
100-Ib. Kegs 
& S-ib. Boxes, 


Send for Samples and Prices. 


CRESCENT BRASS & PIN COMPANY 
5760 Trumbull St. Detroit, Mich. 
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DIXON’S Graphite 
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CUP GREASE 


A high quality lubricant that combines the superior lubricat- 
ing value of mineral oil with the ease and economy of hard 
grease. | 


Softer than most greases to insure immediate flow into the 
bearing when the shaft starts, there is no need for the bearing 
to heat up to melt the grease. 


It contains Dixon’s Flake Graphite—the perfect lubricant. 


Recommend Dixon’s Graphite Cup Grease to your custom- 
ers. They will appreciate your service. 







_ DIXON'S » y 


— 


Graphite = 
J CUP GREASE 


apo trovrdusd ey the —— 
Crave Fee Ob Tenth cass) ore 


Circular 40-R and dealer prices on request. 


JOSEPH DIXON CRUCIBLE CO. 
Jersey City, N. J. Patan’ Established 1827 
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The Customer with a Hobby 


He usually has one little plot, carefully cultivated, grow- 2 i 
ing every sort of a vegetable that’s sold by the package. 


; 
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AINTED sc REE’ 
WIRE CLO!" 





QDAHANLAVHONVIRNIUOSOVLSAE LAOREET AEA 





Perhaps a set of tools—good tools—a few garden imple- 
ments and a deep-seated faith in his hobby—/is home. 


He isn’t so hard to please—just a little economizing, doing 
his own repairs during the week-end, and depending on his 
home-town dealer for supplies—and advice. 


If you pass his home some time this summer look over his 


You will 


rescreening job. “Perfect” was a good selection. 
he glad you recommended it. 


Your Jobber stocks “Perfect.” 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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F NONE BETTER 


Socket Wrench Sets 


Are a natural hardware product. 
Buyers of good tools, like None Better 
Socket Sets, just naturally go to hard- 
ware stores for them. 





A good Socket Set must be somewhere 
near the quality of None Better 
Socket Sets. And when a good set is 
required it is but natural to sell a 
None Better because the set is all the 
name implies. Naturally, you want 
to make a fair profit on the socket sets 
you sell and not have to make the re- 
sale price too high. None Better 
Socket Sets just naturally fall in that 
class. 








Por 

The New Britain Machine C [=e 
e New britain Machine Compan CP 

198 Chestnut Street P , | (A) dua 


New Britain Connecticut . 











Lost 


ao 
Time Out for a week with a smashed knuékle. A wrench 
slipped. This often happens in garages, repair shops 
and to car owners who think ‘any wrench will answer 
their purpose. 





When they think of the time lost they say: “Never again!” ‘That’s 
the time for the Hardware Dealer to say: “COES Wrench.” A ten 
inch COES Steel-Handle Wrench never slips, will fit any nut on a 
FORD car and most nuts on other cars. No one has yet made a 
socket that will fit more than one nut. 


Don’t overlook the sales possibilities of COES Wrenches to the 
Automotive trade. 
Your Jobber will supply you. 


COES WRENCH COMPANY 


“In Business Since 1841”’ 


aK gt 
esi I i oS) W orcester Mass. 


lo? Auyel’s SELLING AGENTS 
(atalog oiled J. C. McCarty & Co. ........-- 29 Murray Street, New York 
wn | John H. Graham & Co. .....113 Chambers Street, New York 


Fenwick Freres ........-.---; 8 Rue de Rocroy, Paris, France 
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Hinge made {or par- 
ticular we with every 
door that swings in 
buildings large a small 


RIFFIN 


Manufacturing Co 





ERIE PENNSYLVANIA 





yanch Offices__, 
45 WARREN ST. NEW YORK 
74 W. LAKE ST. CHICAGO 
28 BINFOAD ST. BOSTON 
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more oil. 


Brookins Service Station 
Equipment is meeting this 
demand—is helping live 
dealers, everywhere, to 
give better and quicker ser- si 
vice—is helping them sell 


In the retail oil field, steadily growing 
competition is bringing about an ever 
increasing demand for equipment that 
will enable oil dealers to give their 
_ customers better service. 





Brookins 
Gasoline Can 


Carries extra gas to 
stalled cars —— won't 
No funne! 
needed even for hard- 
to-get-at gas tanks— 
flexible metal hose 
reaches them _ all. 
Made of heavy terne- 
plate in two and five 
gallon sizes. 


THE BROOKINS MFG. CO., 


342 Xenia Ave., 












Brookins 
Portable 
Drain Tank 











The 
Brookins 
Portable Drain 


| Tank is equipped 
| with a folding handle and sled-like runners 


| and can be easily — under any car or 


drawn from place to place. 
covered sloping top catches the oil from the 
crankcase without splashing «a drop and con- 
ducts it into the tank underneath. Several 
ears can be drained before emptying. 


Dayton, Ohio 





Brookins Oil Measure 


Made in copper finish in one, two, 
four and five quart sizes. 
flexible meta] hose ~ 
oll intake without 
handy thumb-valve conten ls the flow 
of oll. Standard at the best 
equipped sonvhes stations. 
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Them Cold-Drawn 


These are the things you want 
! in your Hollow Screws—with- 
out wanting to order all details: 


More strength than the ordinary 
broached hollow screw; 30% more 


by test; (no customer-complaints) ; 


Deep, true, wrench-fitting sockets; 
lexagon holes for fast, firm set-ups; 


Special-analysis alloy steel, heat- 
treated as each screw requires to 
develop maximum durability; 


Accurate threading, so the screws 
won t loosen under vibration in mov- 


ing parts. (A strong talking-point. ) 


You get these features in cold-drawn 
‘“ ALLENS ’’—so long as you get real 
ALLENS. Just say to your Jobber or 
mill supply salesman when ordering 
set screws:— 


Just Say You Want 


‘‘We want them cold-drawn’”’ 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 





Branch Offices: 

W. C. Stauble R. E. Gregory 
2704 Rochester Ave. 1029 Wesley Ave. 
Detroit, Mich. Evanston, Il. 
E. P. Crawford W. J. McRae 
3348 No. Park Ave. 320 Market Street 


Philadelphia, Pa. San Francisco, Cal. 
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Who 1s 





QUALITY SINCE 1869 E£ 
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M.E Bosley? 


The third generation 
in a business. 

That is a responsibility 
for him. 


It is an asset for you. 


Because you KNOW 
that 


RT TTrrrrrrytitir tri dbbbibtbibbbibbbbotttorietiiiiiiiiiiiiiiiily 


the name 
MUST 
stand for quality 


“Bosley” 


and business relia- 


bility. 


arn do — 
ApJ rom 


The D.W. BOSLEY CO. 


Chicago 
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S quality is always a first considera- 

tion with us we know that the metal 
used in our rivets is absolutely “right” to 
start with. This is also true of the fabri- 
cation of the metal into the finished prod- 
uct. As proof of these statements we in- 
vite a comparative test of the driving and 
setting qualities of our rivets with those 
of other make. 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 





‘The largest 
- factory wn the 
\ Va om | lo the manu~ 
) ~. Jubular and 
> \ { ad 
oT 
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COMPANY 


BOSTON 
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hichWill It Be 


N your territory, scores, perhaps hundreds, 

of hands are lifting and carrying water pails 
that should be turning water faucets! YOU 
can do one of two things — make no profit out 
of this situation by not attempting to convert 
“pail carriers” into “faucet turners” or make 
steadily increasing profits by selling Deming 
“Marvel” Electric Water Systems. 


The Deming “Marvel” is a moderate priced, 
automatic water system especially adaptable 
for home water supply. It is self-priming, self- 
starting, self-stopping, and automatically lubri- 
cated. In many instances it is “self-selling” as 
its numerous advantages | 
are at once apparent to even 
the most inexperienced 
prospect. 


Send for complete infor- 
mation about the Deming 
“Marvel” and other “self- 
selling’ Deming Pumps 
and Water Systems. 


THE DEMING COMPANY 
Est. 1880 SALEM, OHIO 
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Deming Power 
Pumps Include 


Triplex Power Pumps 


Centrifugal and 
Rotary Pumps 
Deep Well Working 
Heads 


Hydro-Pneumatic 
Water Systems 


Horizontal Double- 
Acting Power Pumps 









































There is a Dem- 
ing Distributorin 
your territory 
capableand ready 
to render you the 
cooperation that 
converts pros- 
pects into cus- 
tomers and 
KEEPS THEM 
CUSTOMERS. 





Deming Hand 
Pumps Include 


Pitcher Spout and 
Cistern Lift Pumps 


Set Length Lift and 
Force Pumps 


Well and Windmill 
Pump Standards 


Spray Pumps for all 
purposes 
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ESTER Metal Mender, besides 
being a fast seller in itself, is now 
backed up with 5,000,000 sales efforts 
per month. This sort of cooperation is 
opening up more business for dealers 
everywhere. Kester Metal Mender—a 
household solder—is the small package 
of Kester Acid-Core Solder. It carries a 
clean profit, and enjoys steady repeats. 
Our tremendous advertising support is 
developing sales on Kester Metal Mender— 
and, in turn, this small package of Acid-Core 


Solder is responsible for the increase of sales 
on the 1, 5 and 10 lb. spools. 


The proof of this fact has caused wise deal- 
ers everywhere to carry a reasonable stock 
of the already fast selling Kester Products. 


Jobbers everywhere can supply you 





CHICAGO SOLDER COMPANY 
4205 Wrightwood Avenue Chicago, U.S.A. 


é.. »* 
aa —_ 


Originators and World’s Largest Manufacturers 
of Self-Fluxing Solder 
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111G ! hhe Back 
Sales f vesistanc. e 





“There’ s Big Profit 
in it for You” 


This is a real opportunity for you 
to pile up your profits. GF Duplex 
Steel Bridging will sell itself on 
sight to your building trade. It 
has just the time, material and 
labor-saving advantages that they 
are looking for. Bring it to their 
attention—just once. GF Duplex 
Steel Bridging will do the rest. 
There’s a customer for you wher- 
ever a wooden joist is used. 

Free Sample on request. 

Send the Coupon now. 
THE GENERAL FIREPROOFING 


BUILDING PRODUCTS 
YOUNGSTOWN, OHIO 
Branches in all Principal Cities 
Dealers Everywhere. 


@)up BRIDG 


Other GF Products - 


GF Steel Tile GF Diamond Rib 
GF Steel Joists Lath 
GF Steel Channels GFSteelSash,Base- 





















“ 
§ 


GF Peds ment and Case- 

GF Key Lath ment Windows 

GF Self-Sentering | GF Industrial Steel 

GF Corner Beads Doors 

GF Trussit GF Wire Mesh Above ihestea- 

GF Expanded GF Concrete tion shows GF 
Metal Reinforcement —— pat a ing 

GF Herringbone GF Waterproofing ribs jee rigidity. 

GF Lintels Compounds 


— 


THE GENERAL FIREPROOFING 


BUILDING PRODUCTS 
YOUNGSTOWN, OHIO. 
Please send me full information on GF 
Duplex Steel Bridging. 


Name 











ddress. 








WA-19 
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CASEMENT 


MHLL 


AARDWARIE 











































A Whitco Equipped Sash 
Cannot Sag 






Not only does this self-ad- 
justing hardware provide a 
cradle-like support for the 
sash as a whole, but the plate 
which attaches to it provides 
the strongest kind of a rein- 
forcement for the joint be- 
tween the stile and the rails. 


Ask your jobber, or write 
us for particulars 


HARDWARE WY SPECIALTIES 


Western Offices: 
365 Market Street 
San Francisco 


















Eastern Offices: 
636-645 Mass. Trust 
Bldg., Boston 


























“WW hitco makes it easy and safe to clean both sides 
of the casement from within the room” 
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Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


CONTENTS OF THE SEVENTH EDITION 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Stores carrying hardware in United States 
and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

nufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Dealers in Mill, Steam, Mine and Machinery Supplies. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers and Retailers. 

Mail Order Houses handling hardware and housefurnish- 
ings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers 
is indispensable in economic direct-by-mail promotion work 
and also a helpful guide for salesmen’s calls. Every sales 
manager should have one on his desk, and every salesman 
could profitably carry a copy in his grip. Since the previous 
issue was published there have been more than 10,000 
additions and corrections, and these all appear in the 
Seventh Edition. ' 


Hardware Wholesalers find Verified List of great value in 
“‘checking’’ their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 














300% Gain in Trade 





View of the spacious salesroom of Chas. W. Walmer 
Hardware Co., Wilkinsburg, Pa., which has increased 
sales better than 300% on many lines within a period of 


less than six months. Refer to May 20th and June 3rd 
issues of Electrical Goods for complete story. Heller 
Equipment played an important part. If you are seri- 
ously interested in increasing your sales MAIL COU- 
PON TODAY. Study the Heller plan, then let your 
own judgment tell you what to do. 


W.C. Heller & Co. 20 vecey'st. New York City 


Please tell us how Chas. W. Walmer Hardware Co. increased 
sales 300 per cent. Send interesting literature on your service. 
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No One Knows How A i 
Good This Is 


The home owner doesn’t know because the Allith 3100 
Floor Hinged door never falls out on the dining room 
furniture; never sticks; never slips on the holdback 
feature and flies shut when some one is going thru. 
The contractor doesn’t know because he is never 
called to fix it. 
The architect cer- 








abe a ty tainly doesn’t know 

A because he never 

FEATURES hears of a single 

Oe ee ean tae ae complaint. So you 

whese frame revolves on pest. must take our 

B. Ball bearings support the door word for the fact 
and absorb the spring thrust. that 


Operate in an enclosed steel 
ball race. Protected from dust 
and moisture. 

C. Side plates measure 2% by 
9% inches. 

D. All parts are rigidly as- 


we, fant Mon't work foe ALLITH 3100 FLOOR HINGE 


compression spring Large 





diameter, smooth and positive. (Patent Pending) 
F.. All moving parts carefully 
machined; work easy. All is as fine as we, in all our hardware building history, know how to make. It is good looking. And 
parts hardened to prevent it is not high priced. In fact, it costs less than you, or your customer, expect to pay for a floor hinge 
breakage. that has hidden (down in the parts you cannot see) the lasting qualities that have made “Allith” hard- 
G. mie mg — . os ware the favorite in the building field. 
H. Fits either right “4 left one All moving parts of the Allith 3100 Floor Hinge are carefully machined for smooth, easy operation and 
openings. hardened for durability. All fixed parts are rigidly connected. Hinge proper and top pivot are 
designed for quick application. 


I. Holdback keeps door open at 
a 95° angle. 


ALLITH-PROUTY COMPANY, Danville, Iil. 


Satisfaction in Hardware 
Manufacturers of 


Garage Door Hardware Rolling Ladders Overhead Carriers 
Fire Door Hardware Spring Hinges Door Hangers 























Sell the Best 
Noted for rp ree HARDWARE 





? For Hard-wear 
Clean Workmanship ies Si a For my th -- n 48 ee 
: ommer Spring inges have 


maintained their leadership and 
In a comparatively short time Baur le proven their superiority over all 


é Ae |_| others. 
Tacks have become noted for their oi They have kept pace with the 
good, clean workmanship. S 

















' times, because they have been 
kept up with the times whenever 
improvement was possible. 


From their smooth, easy to hold 
heads, to their sharp, easily driven 
points they show the “Difference” 
between Tacks and Baur ‘Tacks. 


Always glad to send SAMPLES to SPRING HINGES 


me vs sci av va “i A PE THE BEST 
. ys : 


Replenish your stock with Bommer. 


They are in universal demand—are 
quickest to sell—easiest to apply and 
the most satisfactory spring hinges 
made. 


Your Jobber handles them. 

Send for New Catalog 47. It is a 
big help in ordering. 
Bommer Spring Hinge Company 
Write for Samples and Prices Manufacturers | BROOKLYN, N. Y. 








BAUR TACK COMPANY 


Indianapolis Indiana 
; 
—- \ sy 


Our complete line also includes Staples of every descrip- 
tion, Double Pointed Tacks, Basket, Clout and Trunk Nails. 
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Quality Fittings 


Sherman Hose Couplings are made of 
heavy wrought brass — accurate ma- 
chine cut threads—deep, clean corru- 
gations. A high quality item. Made 
in hose sizes—%”, 144”, 544” and %”. 


In cartons for stock. 


H. B. SHERMAN MFG. CO., Battle Creek, Mich. 





Mean Hose Efficiency 
THE SHERMAN WROUGHT BRASS HOSE FITTINGS 


have reached the highest level of quality in garden hose acces- 
sories through years of experience and research in manufac- 
turing. It is to your advantage to carry the best. 





The New Diamond Nozzle. Surpasses 
any nozzle heretofore offered to the 
Trade. It is larger and will throw a 
stream farther and more even. A per- 
fect spray is always assured. Made in 
34%” size only. 
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Superior Brand 
Poultry Netting 





Costs no more and 
every bale is guaran- 
teed high quality in 
every respect. We in- 





ot 4 "Sa vite comparison with 


any poultry netting 
manufactured. 


Superior Brand has 
absolutely straight sel- 
vage. The mesh is 
evenly and uniformly 
woven. Because of the 
strong selvage and 
careful weave it is easi- 
ly erected and does not 
bag or bulge. 





Heavily galvanized 
either before or after 
weaving. Made in. all 
standard meshes and 
widths, 


(. F. Wricut 
STEEL & Wire Co. 
Mass. 


Worce ster, 



























Swyner time is Lean 


‘rimming Specialties Sell Well 


Motorists enjoy “fooling around” with cars and putting things 
to rights. Sell "em the hardware—make the profit. 


grewus a 
Stays bright No. 100 
and shiny. Put Nail for 


















Running Board 
Moulding 
up in twelve handy No. 150 wood 
six ft.lengths secure. Rivet running 


ly kept in heary card- boards 
for metal 


running 
boards 


board tube with metal 
ends. 











NO. 22 
DOUBLE PIN 
SEAT COVER 

FASTENER 








Something new 





for fastening 
covers good 
and tight to 
F steel door 


“HII 
a 
for upholstery. 
150 in a dime 


panels. a Y * Bed 
# Cotlo-Wbicle ‘e Ce, 
1027 Saratoga St. NEWPORT, KY. 














YOUR JOBBER STOCKS THESE—ORDER YOUR SUPPLY 

















Detroit Torch & Mfg. Co., 


5 Warren St.; 











For a Solid Blue Flame 


“DETROIT NO. 2” 


The patented burner in _ this 
torch generates a high heat that 
gets the work done in a hurry. 
Built to last under all kinds of 
service, the “Detroit No. 2” is one 


of the best torches procurable. 


Send for Catalog H. 


Detroit, Mich. 


Canadian Rep. George P. Fraser, 
- Kettmann & Ten Eyck Sales Co., 326 
Angeles, Calif.: Oscar Andersen, 627 Washing- 
- Louis Williams & Co., Nashville, Tenn. 


MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as wel! 
as bring the appearance of 
your store up to date. 
Tn for catalogue show- 
a large number of styles 
~ table for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 
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In a Close Corner or 
on Ordinary Work— 


The Bemis & Call Improved Adjustable “S” Wrench has 
the knack of getting around parts in confined places as 
well as providing the mechanic and layman with a gen- 
eral purpose tool. 


It is THE automobile wrench. Strongly constructed and 
easy to adjust with thumb of the hand holding it. 


A high quality B. & C. guaranteed product. Graceful in 
design, carefully hardened and tempered. Write for 


prices. 
BEMIS & CALL CO. 


Springfield, Mass., U. S. A. 





THE STANDARD 
“S” WRENCH 






































Sell Them 
by the set 











Sets of 9, 11, 17 bits are fur- 
nished In compact cases for 
the convenience of the user. 


It isn’t bard. WBvery mechanic needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Hring 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, ete. Try it. 

Forstner Bits are the only bits that are not dependent on a center or a 
level to guide them. They cut from the outer rim. The entire surface is 
at work all the time; no jaggei enijis; every part of the work is smooth and 
polished. They bore their way through hard, knotty, cross grained wad, 
leaving a smooth hole and clean, polished surface. 


Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 
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New Heavy-Duty Socket Wrench Set 


The MILLER No. 15 set contains 7 sockets and 2 
extension bars (one bar for work in tight places), also 
sliding T handle. 

Sockets are high-grade carbon steel hardened perfectly 
and guaranteed against any defects. Both sockets and 
extension bars are oversize in diameter to insure super- 
strength. 


Fach set furnished in attractive and convenient 
leatherette roll. Liberal profit. 


Write for Discounts. 


MILLER TOOL & MFG. CO. 
DETROIT MICH. 


Eastern Representatives: James A. Gaffney Co., 35 Warren St., New York, N. Y. 
Western Representatives: Alden Glaze & Co., 143 SecondSt., San Francisco, Cal. 
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WINSLOW'S 


Worcester. 





asa. 


WANTED REPRESENTATIVES 
TO 
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FENCE 
THe STEWART IRON WORKS CO. 


CINCINNATI. 0 OHIO 
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225 STEWART BLOCK 
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Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-Borax COMPOUND Co. 
Fort Wayne, Ind. 








OAT. MAY @7, 1908 








MacCoy Sales Co., Inc. 


Manufacturers’ Agent 
Exporters and Importers 


14 Warren Street, N. Y. City 








HACK "LENOX” saws 
scoot SAD onncrcs 


OISTINCTION 
“The Tools in Lhe Puaid Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


HACK SAWS - BAND SAWS —- SCREW ORIVERS - GLASS CUTTERS 





UNIFORMITY 





CRAYONS 


For Every Purpose 
STANDARD CRAYON MFG. CO. 


DanVers, Mass. 














Plain or enameled in 


STRATTO r— 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 





IRVING HARDWARE CO. 


Tools and Specialties 
12 Warren Street, New York City 


Same personnel as former Jos. F. McCoy Co. 











American Can Company 


CHICAGO 


NEW YORK SAN FRANCISCO 









Cans for all eaeeaneee 
metal displays 
oa, and signs. 





Robertson “Horse Shoe” Magnet Hammers 
Permanent magnet which holds 


the tack in position for driv- 
. Awarded the Silver Medal 
i offered) at the Panes luaiiie Kxposition. 
1 &. Pat. Of. 
ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 











Invisible Hinges 


For houseowners, carpenters, cabinet 
makers, etc. Simple in design. Soss 
+ invisible Hinges will give ~—- 4 service. 

See our Catalog in Sweet's, pages 
1578-9 


a SOss MFG. CO. 
F on i * 778 Bergen St., Brooklyn, N. Y. 
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Better MachineScrews 
for the Hardware Trade 


HARVEY HUBBELL, INC. 





Bridgeport, Conn. 








Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial St. Rochester, N. Y. 





Fly Screen Cloth 


Quality created the de- 
mand—the same quality 
keeps up the demand. 


Write for Prices 





Bronze . 
and Copper Spargo Wire Co., Rome, N. Y. 














Get Your Seed Department Ready 


Now is the time to start making friends 

with attractive display cartons of Baer 
Garden and Flower Seeds. Make up a list 
and let us quote you on our tested seeds and 
Mixed Lawn Grass. Be sure of your stock. 


enwens [). Landreth Seed Co., Bristol, Pa. 








PRIEST’S CLIPPERS 


need no introduction. 
They sell on their cutting 
quality. 


American Shearer Mfg. Company 
Nashua, N. H. 
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pe games IVER JOHNSON 
0 ae BICYCLES VELOCIPEDES 
JUNIORCYCLES 
Belt Punches Arch Punches 
; e Champion Single Barrel Shot Guns 
Spring Punches —_ Revolving Punches Matted Top Rib Single Barrel Shot Guns 
varied and attractive line for the Hardware Trade. Also: Ventilated Rib Single Barrel Trap Guns 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Double Barrel Hammerless Shot Guns 
The above tools will please your customers, as well as our “Hammer the Hammer” Revolvers 
famous Round and Oval nches 
ail Remember we have hed ninety- nine years of ouccosstul mane Send for Dealer Proposition 
’ ™m a eee 
Gnest quality of materials. — IVER JOHNSON’S ARMS & CYCLE WORKS 
We stand back of every tool we make. Try us. 332 River St., Fitchburg, Mass. 
Write for Catalog New York, 151 Chambers St.; Chicago, 108 W. Lake St. 
Cc. 8. OSBORNE & CO., NEWARK, N. J. San Francisco, 717 Market St.; New Orleans, La., 625 Pine ‘st.: : 
ESTABLISHED 1826 Ogden, Utah, 2327 Grant Ave. 




















Garage Door Bolt 
Specially designed for 
garages, factories, ware- 
houses and fire doors. 
Locks and unlocks top 
and bottom bolt with 
one turn of handle. 


2 ' ij 
. it! 
} | 
4 i | 
i _ 5 
“Thad 








Door 


| Garage 
Holder 








Prevents accidents, brok 

and bent up fenders. y 4-5 - by 
hand or foot. 

For prices and further information 

















write today to 
, Phenix Mfg. Co 
No. 50 Holder No. 52 032 Center Street Milwaukee, Wis 
























ae One-Piece American Steel & Wire 
Thumbtacks ( Cut-Out ) 
Saperior Thumbtacks 


One-Piece 
quick sellers to students, clubs, 
offices and large organizations. 
Three sizes %”—.”—%%” 
36—10c. Metal boxes in attrac- 
tive green display carton. 
Dealers $2.15 
Send for illustrated folder, 
price list and discounts. 


Chieage. New York. Bostos 
Denver, Birmingham, Dalles 
U. 8. Steel Products Ce. 
Sep Francisco. Los Angeles, 
Portland, Seattle 


BARBED: hae Glidden, Am. Special. 
eRe P t, E _ Junior, 


Waukegan, 3 = 
NAILS, STAPLES TACKS, Hot Galw’d Nails. 
ZINC INSULATED FENCES: American. Roys! Apth«=-~- 

National, U. S., Monitor, Prairie, Banner. Steel Gates. 
BANNER STEEL POSTS. 

CONCRETE KtiNFORCEMENT. 
BALE s Old reliable brands. 
TELEPHONE WIRE. 7 
NIRE for every purpose. 
Quick Delivery. Write us for selling plans. 
















Moore Push-Pin Co. 


(Wayne Junction) 
Philadelphia, Pa. 


Russell 7 
Au ger Bits = wp 


EE, 


Shorp Moore Se: 


PushThumbt. oie | 




























































To provide adequate storage facilities lor 
shelf 4 oa make it accessible and con 

venient for clerks and stock men to handle with 

absolute safety—to insure quick service for whole 

sale or retail trade — install One or more 

NOISELESS CUSHION TIRE LADDERS. 

Deep tread steps, full length hand rubber tires, 

" overhead track system, firm construction throughout, 
eliminate vibration and noise and produce a ladder 












"Satisfied 
Ss Customers 













Za of ample strength for safety, convenience and ’ 

ZZ pponkancmme meg . 3 Al 

“2 pRussell. Jennin ings Mig. Co. fi LANs 
Chester, Conn. on request , | on: 
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Classified Opportunities 





August 19, 1926 








BUSINESS OPPORTUNITIES 


: WANTED 


To Invest in or Purchase an established 
jobbing house or large retail store in 


New York or New England. | 








Address Box H-208 
Care of HARDWARE AGE, New York 














ee 





M. M. GODSCHALK 
STORE ENGINEER 
Samples Mounted 


Systems Installed 
Bellaire, L. 1.—Phone Hollis 0725 ) 


970—206 St., 





POSITIONS WANTED 








| A BRANCH MANAGER 


who has a wonderfully successful seven years’ record as New York 
Office Manager covering territory East of Pittsburgh and as far 
South as Washington, selling to the wholesale hardware trade, is 
looking for a bigger opportunity. Present employer and jobbers 
in the territory will be given as references. dress Box 
H-203, care of HARDWARE AGE, New York. 














WANTED A POSITION IN hardware line by man with twenty-three 
years’ experience in all branches of hardware. About ten years’ experience 
as manager and buyer. I am not afraid of work and want something 
with responsibility and a future. Address Box H-212, care of HArpWARE 
AcE, New York. 








ability, capable 
with a manu- 
Address Box 


EXPERIENC ED HARDWARE MAN, with executive 
of managing sales, purchasing, etc., desires a connection 
facturer or jobber. Can furnish highest class of reference. 








H-168, care of Harpware AGE, New York. 
DISPLAY ADVERTISING AND SHOW CARD MAN wishes per- 
manent connection with large hardware concern. Prefers locating in 


Can furnish 
New York. 


practical experience. 


Central Western States. Eight years’ 
HARDWARE AGE, 


reference. Address Box H-211, care of 


~ WAN TE D POSITION by an all “ground hardware man. 19 years’ 
experience, 17 years with same firm. Can do buying, pricing as well as 
selling from behind the counter. Address Box H-210, care of HARDWARE 
Ace, New York. 


SALES ACCOUNTS WANTED 























— ee ee) 


BEST 
prospects and 
tions improved 
Hawkinsville 


Extra good crop 
community. Condi- 


O. Box 547, 


OPPORTUNITY in Georgia. 
local situation in progressive 


Address P. 


HARDWARE 
favorable 
100 per cent in past two years. 
Ceorgia. 


— —— — —_—_—————— 


established hardware and housefurnishing store in 

one of the fastest growing towns in Westchester County. Wonderful 

opportunity, price $35,000. Part cash. Terms arranged. Address Box 
-179, care of HARDWARE AGE, New ‘York, 


FOR SALE—Well 





~ WANTED—Hardware Store in town of 5.000 10. 000. located in South- 
ern New England or New York; inventory $10,000-$15,000. Must be es- 
tablished and going proposition. Address Box H-188, care of HAarpware 
Ace, New York. 











FOR SALE—Hardware business in growing town, 28 miles from New 
New 





York. Price $8,000. Address Box II-197, care of Harpware Acz, 
York. 
FOR LEASE—Store occupied for thirty years by the late C. W. 


Palmer House Block, Herkimer, New York. Ad- 


Palmer Hardware Co., 
Herkimer, New York. 


dress H. D. McINTOSH, 





HELP WANTED 








———— —— 


WANTED—Young man with retail experience in Mill Supply stores 
and machinery supply sales to become salesman for well-known manu- 
facturer of Steel Belt Fasteners. Must be free for extensive traveling 


and quick transfers and qualified to sell high grade transmission device 
to users and manufacturers of machinery. Man preferred who has prac- 
tical belting and other power drive equipment. Write 
stating age senate desired. Address Box H-213, care 


of HARDWARE AGE, 


knowledge of 
experience, and 
New Y or 





Ww ANTED—E xecutive manager, retail and wholesale hardware, 35 to 45 
years of age, with experience and ability in management and financing: 
must be able to invest in stock of concern; location Middle West. State 
age, experience, references and salary expected. Address Box H-194, care 
of Hiarpware Ace, New York. 


ENAMEL WARE AND ALUMINUM SAL ESMEN wanted to sell high 
grade lines direct to dealers. Good commission, also full commission on 
repeat orders, Give experience and territorv fully in first letter. Address 
Box G-852, care of Harpware Ace, New York. 

HARDWARE “MAN “WANTED ‘to keep price books up and price all 
charge slips in wholesale and retail store in Southeastern State. Address 
Box H-180, care of Harpware Ace, New York. 




















WANTED- -Experienced young salesman, builders’ hardware, for Orient. 
Address Box H-172, care of Harpware Ace, New York. 


POSITIONS WANTED 














——__— oe 


THE CHICAGO MARKET offers one of the largest outlets for manu- 
facturers of mechanics’ 
buyers in it; 
able for 
and likes to do it. 
in adjacent territorv. 
Bank Bldg., 


tools and cutlery. ' know this market and the 
both amongst jobbers and dealers. My services are avail- 
some manufacturer who wants a salesman who really can sell 
No objection to expanding my sales work to take 

Address “HARDWARE.” Room 400, New Home 
1200 North Ashland Ave., Chicago. 





Agencies Wanted 


Manufacturers’ Agency calling on all the 
hardware and general stores in Canada 
from coast to coast with their own repre- 
sentatives wishes to secure additional 
lines of kitchenware, hardware or hard- 
ware specialties. Best of references. 
Apply Box H-132, care of HARDWARE § 
AGE, New York. 




















REPRESENTATIVE—Salesman now represent- 


MANUFACTURERS’ 
represent 


ing two manufacturers of entirely non-competing lines would 
additional manufacturer of hardware specialties, small tools, kitchen or 
household ‘hardware, etc., in Metropolitan New York territory. Manu- 
facturer interested in Syndicate stores (5 cents to $1.00), Catalogue and 
Mail Order business especially solicited. Fine opportunity for Western 
manufacturer. Commission basis. Address Box H-185, care of HARDWARE 
Ace, New York. 





Competent experienced hardware salesman wants reputable lines for 
sale on commission basis in the following territory: New England States, 
New York (including, if possible, Greater New York and Metropolitan 
District), Eastern Pennsylvania. New Jersey, Delaware, Maryland, District 
of Columbia. Address Box H-184, care of Harpware Acre, New York. 


MANUFACTURERS’ AGENT covering Eastern Pennsylvania, North- 
ern New Jersey, Delaware, Maryland and District of Columbia can handle 
another good line to wholesale and large hardware and mill supply trade. 
Good following. Address Box H-144, care of Harpware Ace, New York. 








iF YOU ARE NOT GETTING your share of business, or need repre- 
sentation in territory from Denver, west, and want a real live sales orgaa- 
ization with good standing among the hardware and accessory jobbers, 
address Box 7172-A, care Harpware AcE, Otis Bldg., Chicago. 





WANTED— Factory accounts for Detroit territory to the Hardware, Fac- 
tory and Department store trade, lines that we can secure a volume of 
business on. Have been calling on this trade for 18 years. Are in po- 


sition to get results. Address SALES COMPANY, P. O. Box 581, 
Detroit, Mich. 








SALES REPRESENTATIVES WANTED 





Department Stores and Housefurnish- 
Liberal commission. 
We only want those 


SALESMEN calling on Jobbers, 
ing trade; big selling aluminum household specialty. 
State experience, lines handled and territory covered. 


who can “make good.” For those our proposition is a good one. 
gt _ H. KLEIN SPECIALTY CO., 401 St. Paul’s Ave., Jersey 
ity, N. 
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| BARROWS A FULLY RODDED VARNISHED 


gees = || srEp-stoor 


WHEELBARROW CO. WISCONSIN A FULLY RODDED 


STEP-LADDER 


WITH RIVETED TOP, ONE-PIECE PAIL-SHELF At 
18c. PER FT. IN 3, 4, 5 and 6 ft. LENGTHS. 



























ABOVE PRICES ALL F.O.B. FACTORY 


STERLING STOOL & STEP-LADDER CO. 
STERLING, ILLINOIS 




















for Furniture Floors and Woodwork 
Bouquet-Brownson Co.Ine, Of “Paul, “Minn. 


Get an “‘Edge’’ on Sales! 


Dealers are deing it with the Dasey 
“Sharpit.”” It puts a keen edge on any- 
thing——knives, scissors, sickles, tools. A 
quick and ready seller—and «a profit 


producer. 
DAZEY CHURN @ 
MFG. CO. 


f-~ 3 é 4301 Warne Ave. 
ae fh St. Louis, Mo. 


DOMES of SILENCE 























M a ~ FRUIT PRESSES 
GRAPE CRUSHERS 
orjuice CIDER MILLS 


Money-Makers for You. Write Today 
For Catalog and Prices 





















CROWN MFG. CO. Box 227 4=PHELPS,N. Y. 




















The perfect Furniture Footwear! Every 
home needs several dollars worth-- Display 
our Cabinet! Write for particulars. 


Domes of Silence Division, 
HENRY W. PEABODY & CO. 
17 State Street New York City 














Q. Lindemann & Co. 


Manufacturers of 


BIRD ; ne 
CAGES ™ A". 


35-37 Wooster Street, New York 

















AXES and SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD MFG. CO. 


East Highgate, Vt. 





Tungsten Lamps is shown by 20,000 re- 
tailers and 500 jobbers who sel] them. 
Censolidated Electric 


amp Co. 
DanVers, Mass. 


“*Licensed under the General Electric 
Company's Incandescent Lamp Patents.”’ 


Confidence in ffampion, Brand 
iA , 




















J. L. THOMPSON MEG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 











BROWN @® SHARPE 
. Suelo) Or 
Made Best 

They Gis ay fone 


TRADE MARK Cata, 
BROWN & ShARKe MEG. CO. P: 





ELEVATORS 
DUMBWAITERS 


U ENERGY ELEVATOR CO. 


Write for Our Catalog 
211 New Street, Philadelphia 















DROP FORGED 
WRENCHES 


and proportioned to give stiff 
ness and tensile strength. Made accurately 
and uniform in machining and finish. Send for 
Catalog B-23. 


ARMSTRONG BROS. TOOL CO. 
8314 N. Francisco Ave., Chicago, Ill., U. S. A 

















Make Your Wants Known 


if it’s Hardware you have for sale or want to buy— 
make your wants own in wars Aas, the “News- 
business” paper of hardware retailers and wholesalers 
all over the United States. 

HARDWARB AGs will bring buyer and seller together at 
minimum cost. 








CATALOG of TOOLS 


and Supplies for Stone Working 
Just off the press— 
free on request, send for it today 


TROW & HOLDEN CO. 


Barre, Vermont 
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INDEX TO ADVERTISERS 


THE ADVERTISERS INDEX is published as «@ convenience and not as & part of the advertising contract. very care will be taken to index correctly. 


allowance will be made for errors or failure to insert. 
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You Are Tool Headquarters 


—But Are You 
Wrench Headquarters? 




























Two of the largest groups of tool users in the coun- 
try are the car owners and mechanics—but their 
tool equipment consists mostly of wrenches. Fac- | y 
tories, mines, farms, ships are also big wrench users. a | lls 
No matter where your store is located—on the sea- Ss fa) we 
board, in the coal fields or in an agricultural section 
—with the Snap-On line you can make your store 
wrench headquarters. 


Snap-On Wrenches are now the choice of nine out 
of ten automobile mechanics in your town. They 
have introduced them to all other wrench users. 


As soon as your trade knows you have Snap-On 
Wrenches in stock you will learn how much these 
tools are appreciated by men who know and want 
speedy, efficient wrenches. 


Snap-On Wrench Company 


Manufacturers Milwaukee 


Motor Tool Specialty Company 
Sole Distributors— ; 
14 E. Jackson Blvd., Chicago, Il. \AT YOU! P-On . TMENT 

' ‘extra Sockets and Handles As Needed 


Distributing Branches in 19 Principal 
obbing Centers Z . 


Install the Snap-On display oa | S y, 


cabinet. The investment is | | s 
small. We supply you with ae | sepaeeeg! & 
complete information and lots oe (riTIiLT Ti Oatal 
of sales helps to make money : 

on the line. 


Write for details. 


Snap-on ae ee ee ee 


INTERCHANGEABLE vs 


Socket Wrenches 
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Shere used to be SIX 
15-watt lamps 























Wise dealers are stocking and 
pushing the six NEW Hygrade 
lamps—15, 25, 40, 50, 60 and 
100 watts. 


A complete line to satisfy 
every demand. These six lamps 
take the place of 45 old types 
and sizes, take less space in 
your stockroom and on your 
shelves, mean a smaller invest- 
ment, lowered overhead and 
more frequent turnover. 


You never had all six in stock. 


Sometimes you lost orders because you couldn't 
fill the demand from your shelves for a 15 watt 
bowl-frosted straight sided lamp, or a 15 watt all 
frosted round bulb lamp. 


Bad business, wasn’t it? 
Now all that is done away with. 


ONE 15 watt lamp answers for all the uses that 
formerly required the six lamps shown above. 


This NEW lamp, frosted on the Inside, is both 
practical and decorative. 


It can be used anywhere, for any purpose. 


And with this one lamp in stock you can meet 
EVERY demand for a 15 watt lamp right from 
your shelves. 


Licensed under 
General Electric 
Companys mcandes 
cent lamp patents 


a 











HYGRADE LAMP CO 
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